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WY =. MANSFIELD 09 BALLCOCK 


q America’s favorite. De- MANSFIELD 450 
pendable performance RELIEF VALVE 


at competitive price. 
“ 4 Economical protection > 


eo against excessive tem- 


ts. peratures and pressures. 
High quality red brass. 


MANSFIELD 451 
RELIEF VALVE 


Low cost protection > 
against excessive 


MANSFIELD 07 BALLCOCK pressures. High qual- 


America's finest. Anti-> ity red brass. 
syphon. Silent. 


MANSFIELD 501 RELIEF VALVE 


Mua Nothing finer at any price. Meets 
oe | . . latest F.H.A. requirements. Fully 
Ea ag ig ae | automatic. 
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Te out of igi 


Don’t get caught with your 
Igloo inventory down. 
Write for free catalog sheet 
and check your stock — 
IGLOO, Memphis 18, Tennessee 


For more information use Handy Return Card, Page 51 





Individually packaged 
and labeled in 
polyethylene bags 


This is our finest quality 

mop head—made from durable 
absorbent rayon yarn—in a 

full range of sizes— 

8 oz., 12 oz., 16 oz., 24 oz., 32 oz 
1 doz. pkg. 


ARTICLE —— mi We also manufacture a full line 
559 de of cotton mop heads. 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$50.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


estastisnes evs WHEVEIAN HS GOMPANY a wwwore, vc. 


14346 Bessemer St., Van Nuys, Cal. e Marietta, Minn. e 3104 Gaston Ave., Dallas 26, Texas e Waynetown, Ind. 
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BUSINESS TRENDS 


> Business Picture 


As the year's second quarter ends the nation's business is spotty— 
excellent at the retail level, but slow at the production end. The 
country is going through a high-level readjustment that in former 
years would have badly rocked the boat, but causes little more than 
a ripple today. Here's what is happening: inventories are being 
drastically cut back. This, in turn, slows production all along 
the line. Factory output and backlogs of orders are down. Steel 
mills, for example, are operating at less than 70% of capacity. 
But the economy is getting a real shot in the arm from fast-rising 
retail sales, including a jump in auto sales. Outlook for the 


last half: no boom, no recession, just a good, solid, high-level 
economic activity. 


> Construction 


Residential housing has been a sore spot in many sections 
of the country, but that situation may be relieved in the 

months ahead. "Tight money" policy of past months put 

@ brake on new home starts, but Federal Reserve's recent 

move to cut the discount rate on borrowed money will bring 
prospective home-owners into the market again. 


> Retail Sales 


Sales at the retail level have taken off like a shot, a strong 
reflection of consumer confidence in the future. A more than sea- 
sonal rise in employment, plus a gain in personal incomes to an 
annual rate of $397 helped push sales in May to a level exceeding 
the peak reached last October. With consumer incomes 5% above 

@ year ago, buyers are taking on more installment debt. The ex- 
pansion of time purchases in April was at an annual rate of 

6.4 billion dollars, one of the most rapid gains for any month in 
several years. 


> Straws in the Wind 


Business inventories in May at $92.6 billion were only 
$300 million above the previous month . . . slowdown 
in home construction has built up inventories of 
major appliances . . . prices have dropped under 1959 
levels . . . April retail sales of $18.9 billion were 
a record high. 


> Farm Income 


Cash receipts from marketings during the first 4 months of 1960 to- 
taled $9.2 billion—about 3% less than in the same period of 1959. 
The volume of marketings was about the same, but prices averaged 
about 3% lower. Receipts from livestock and products at $5.9 
billion were 2% under last year’s period. Crop receipts totaled 
about $3.3 billion, 4% less than in 1959. 
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“... dear, you forgot to cast off 
the NIXDORFF chain!” 


there’s STRENGTH in a name 
NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 


Packaged for profits 
chain packs, drums, and Merchaindiser 


NIXDORFF 


{ KREIN NIXDORFF-KREIN MFG. CO. 
es ST. LOUIS 6, MO. 
eince 108 


WELDED AND WELDLESS CHAINS CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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FACTS & FIGURES 


May Sales by Southern Wholesalers 
Moderately Under 1959 Levels 


Sales by Southern hardware 
wholesalers throughout the South 
in May continued moderately un- 
der levels of a year ago. 


Sales declined for the month in 
each geographical region with 
Mid-South distributors reporting 
the heaviest decline, an average 
loss of 8.4°%/,. Southeastern whole- 
salers followed with an average 
drop of 7.3%. Southwestern 
houses fared somewhat better, the 
average decline being only 1.3%. 

As revealed in the monthly sur- 
vey conducted by SOUTHERN 
HARDWARE, sales by Southern 
wholesalers in the first five months 
of 1960 averaged 5.3°/, under the 
same period of 1959. 


For the five-month period, the 


decline was sharpest among Mid- 
South wholesalers, the average 
drop being 7.1%. In the South- 
east, wholesalers reported losses 
averaging 5°/,, while in the South- 
west sales for the period declined 
an average 4.7%. 

In the number of days’ business 
on the books, Mid-South distribu- 
tors led with an average of 50 
days. The average for the entire 
South was 46.9 days. 

Inventory levels in each month 
of 1960 have been somewhat high- 
er than in 1959. In May, whole- 
salers in the Southeast and South- 
west had increases averaging 
6.6°%/,, while in the Mid-South in- 
ventories rose an average 3.5%. 

For the entire South the gain 
in inventories averaged 5.9°/,. 








WHOLESALE HARDWARE SALES AND INVENTORIES 


Percent Change 


GEOGRAPHICAL | 
DIVISION 


| from from 
May 1959 |5 Months ‘59 | 


| 
| 


SOUTHEAST —7.3 


MID-SOUTH —8.4 —7.1 
SOUTHWEST —1.3 —47 
ENTIRE SOUTH aa —5.3 


| May 1960 5 Months ‘60) 


INVENTORIES 


Percent Change 


No. Days’ 
Business 
May 1960 
from 


May 1959 


jon the Books 


| May 


47.4 +6.6 
50. +3.5 
45.6 +6.6 


46.9 +5.9 








Geographical divisions: Southeast (W. Va., Va., S. C., N. C., Ga., Fla.) Mid-South (Ala., 


Despite lagging produc- 
tion in some lines the na- 
tion is enjoying record- 
level employment and in- 
comes. 


Employment in April ex- 
ceeded 66 million and per- 
sonal incomes soared to an 
annual rate of $397.4 bill- 


ion, 5°/, above a year ago. 


The nation's gross nation- 
al product (the total out- 
put of goods and services) 
broke through to a $500 
billion annual rate in the 
first quarter. 


Rising retail sales, heavy 
business investment and 
expanding exports have 
propped up business when 
steel production and con- 
struction activity began 
to slump. 


Sales by retailers hit $19.2 
billion in April, nearly 10°/, 
above a year ago. But 
with the decline in home- 
building, sales of hardware 
and building materials 
have been off. 


Don't overlook opportuni- 
ties for extra sales of lawn 
sprinklers. A Melnor In- 
dustries survey shows that 
while 26°% of those inter- 
viewed own two sprinklers, 


Tenn., Ky., Miss.) Southwest (La., Ark., Okia., Tex.) 23°/, own none at all. 
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Burnett P. “Hipshot” Hall 
Newport, Tenn. 


These and other famous =: 


shooters use and recommend 
PETERS “High Velocity” 


Fritz Neubaver 
Mantua, Ohio 


R. H. (Bob) Roberts 
Stuttgart, Ark. 


Lester A. Gossage 
Seward, Alaska 


Not only do they recommend Peters “High Velocity”— 
they also tell your customers, in colorful advertisements 
in leading outdoor, men’s and farm magazines. The result 
is more sales for you—repeat sales, too, because once a 
shooter or hunter uses Peters, chances are he'll go on 
using Peters always. Be sure to order the ammo that 
“packs the power” from your nearest Peters distributor, 


PETERS packs the’: power! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 86 u 5 Pat OFF 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Inc. 
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INDUSTRY NEWS 


Hammer Appointed to 
Savogran Sales Post 


ROBERT HAMMER has been 
named district manager for The 
Savogran Co., in the following 


Robert Hammer 


Maryland, District of Co- 
lumbia, Virginia, and North and 
South Carolina. He makes his 
headquarters in Fredericksburg, 
Va. 


States: 


° 


NHMA's Mid-Year Show 
to Be Record-Breaker 


A RECORD 748 exhibitors will 
make the 33rd NHMA National 
Housewares Exhibit in Atlantic 
City July 11-15 the biggest house- 
wares show in history, according to 
Dolph Zapfel, secretary of the 
National Housewares Manufactur- 
ers Association. This will be the 
first time the mid-year NHMA 
show has presented more manu- 
facturers’ products than the Janu- 
ary Exhibit in Chicago. 

Total registration for the July 
show is expected to reach about 
25,000, with buyer attendance 


exceeding the 8,121 who registered 
a year ago predicted. 

Buyers have been assured that 
exhibits will be maintained intact 
and staffed during all show hours, 
which will be from 9:00 a.m. to 
5:00 p.m. Monday through Thurs- 
day; 9:00 a.m. to 12:00 noon Fri- 
day, closing day. 

The NHMA again will be host 
to the nation’s working press at 
an opening day press conference 
and breakfast, where a panel of 
housewares authorities will answer 
questions concerning the industry 
immediately before opening of the 
NHMA Exhibit. 

Social highlight of the five-day 


show will be the annual two-hour 
NHMA Summer Housewares Show 
Reception in the American Room of 
the Traymore Hotel. 


* 


Howard Wease Named to 
Masury Sales Position 


THE appointment of Howard M. 
Wease as sales representative in 
areas of North and South Carolina 
for John W. Masury & Sons, Inc., 
Baltimore, Md., has been an- 
nounced by W. Graham Schwartze, 
sales manager. 


Stanley Opens New Atlanta Warehouse 


STANLEY HARDWARE CENTER 





Sales executives and customers of The Stanley Works were on hand recently 
for the formal opening of the company's new Atlanta office and warehouse. The 
one-story building located at 205 Armour Drive houses regional sales and ware- 
house operations of the Stanley Hardware, Steel Strapping, and Electric Tools 
divisions as well as the regional sales offices for the Stanley-Judd drapery 
hardware division. Paul E. Good, left, manager of the new office; John F. 
Holifelder, Southeast regi for Stanley Hardware; Cyrus N. White, 
Jr., sales representative for Stanley Hand Tools, join Tom Walton, far right, 
Southern regional manager for Stanley-Judd, in welcoming Frank Burton, Sr., 
Beck & Gregg Hardware Co., Atlanta. 
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250,000 DYER E-Z PLY 
NUMBERS AND LETTERS 
BEING PRODUCED EACH DAY! 


Excellent for Numbering Boats and 
Making All Types of Signs 


T take care of the unprecedented demand for Dyer E-Z Ply 
Numbers and Letters, we are producing in excess of 250,000 

each day and have installed additional equipment to produce 

400,000. This will enable us to take care of your requirements 
immediately. If you have not ordered your supply of Amer- 

ica’s finest line of numbers and letters, you still have time 

to offer these to your customers. 

When you stock and sell Dyer E-Z Ply Numbers and Letters 

you are assured of a full profit, hard-selling point of sale 
displays, (see photo at right) a quality product priced for (i 
a fast turn-over. Order from your favorite jobber today. No. 1 Scotchlite, Reflecting Silver, with 


DYER SPECIALTY COMPANY Inc. 


« List $79.00 « Net $47.40 
13019 E. Los Nietos Rd., P.O. Box 2513, Santa Fe Springs, California 
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he, 


Streamlined design, powerful selling 
features, wide range of sizes and mod- 
els, individual cartons—these are the 
reasons why Horton Water Coolers 
are America’s fastest-moving favorite. 


See your wholesaler, or write: 


HORTON EQUIPMENT CO. 
P. O. Box 2611, Houston, Texas... 
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INDUSTRY NEWS 


Swinging Around 
The Southeast 


THE SPRING and summer baby 
crop seems to be much bigger this 
year ... or could our imagination 
be running wild . . . employees of 
hardware distributors are having 
their share .. . we have on-the- 
scene reports that office secretary 
replacements are becoming neces- 
sary in the entire territory, and 
one must assume conditions are 
the same all over the country ... 
office gals keep appearing and re- 
appearing. 


It is the 95th year in business for 
the Athens Hardware Co., Athens, 
Georgia Congratulations to 
Sam Nickerson and staff on this 
business milestone . . . Henry Far- 
low, of the Odell Hardware Co., 
Greensboro, North Carolina, was 
recently elected to the office of 
vice-president and named _ to 
the Board of Directors ... Mr. 
Farlow is the housewares buyer at 
Odell, and has spent his entire 
business career with that firm.. . 
He is considered one of the most 
popular housewares buyers in the 
Carolinas... We are sure his many 
friends will be glad to learn of this 
promotion and election 


Mr. and Mrs. Sam Dinkins 
proudly announce the arrival of a 
baby boy, born at the Georgia Bap- 
tist Hospital, Atlanta, Georgia, 
weighing 5 lb. 8 ozs... . His name 
is Sam Dinkins, IV .. . His dad is 
connected, of course, with the 
Dinkins-Davidson Hardware Co., 
Atlanta, Georgia... Sidney Erwin, 
the very beautiful and popular 
daughter of J. C. Erwin, president 
of Allison-Erwin Co., Charlotte, 
North Carolina, was married early 
in July. 


Hugh Callaway, brother of our 
old friend, Martin Callaway, of the 
House - Hasson Hardware Co., 


eeeece Fry-Holbrook & Associates coove 





BY DAN M. FRY 


Atlanta, Ga. 


Knoxville, Tennessee, died recent- 
ly ... Mr. Callaway was 82 years 
old ...a former State Senator... 
widely known throughout the 
State of Tennessee . . . lived in 
Loudon, Tennessee . . . Ran into 
Charlie Cobb the other day... 
Charlie represents Crescent Tool 
Co. and works out of Jackson, 
Tennessee. 


Hardware people in the Caro- 
linas area will mourn the passing 
of Arthur Bain Stagg... Mr. Stagg 
was a salesman for the Belknap 
Hardware Manufacturing Co., 
Louisville, Kentucky for 36 years, 
and worked mostly in the Caro- 
linas area... a veteran of World 
War I, Mr. Stagg served in the Old 
Hickory Infantry Division, and re- 
ceived decorations from the Amer- 
ican and French Governments... 
Neil Erwin Perry was born March 
15th this year, and weighed ex- 
actly 2% lbs. . . . Reports are that 
young Neil is gaining in weight 
and coming along fine at the St. 
Thomas Hospital in Nashville, 
Tennessee .. . the proud father is 
Coleman Perry, partner in the firm 
of Perry & Barr, Manufacturers 
Agents, Nashville, Tennessee .. . 


A. L. Dilworth, formerly with 
the Brown-Rogers-Dixson Hard- 
ware Co., Winston Salem, North 
Carolina, is now connected with 
the W. S. Donnan Hardware Co., 
Richmond, Virginia . . . Our friend 
Jack Bailey, formerly with Mill 
Power Supply Co. Charlotte, 
North Carolina, and more recently 
connected with the Hunter Fan 
Co., is connected, as of June Ist, 
with George Bagby of the S. L. 
Bagby Co., of Charlotte, one of the 
oldest electrical manufacturers’ 
agents in this section. 


Joe Reynolds, formerly of the 
Burns Tool Co., Louisville, Geor- 
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gia, is now connected with the 
Oregon Chain Co. of Oregon .. . 
Joe formerly lived in Charlotte, 
North Carolina, but will be moving 
from there . . . His territory has 
not been announced . . . Had a nice 
visit the other day with our old 
friend Clint Keel . . . Clint works 
Indiana, Kentucky, Alabama, Mis- 
sissippi and Tennessee for the 
Federal Enameling & Stamping 
Co. and lives in Nashville, Tennes- 
see ... D. S. Paden, chairman of 
the board at the King Hardware 
Co., Atlanta, Georgia, recently 
toured Europe and visited some of 
the old landmarks with which he 
was familiar during the war. 


Harold Painter is back with the 
Frank T. Budge Co., of Miami, 
Florida, after almost a year of ab- 
sence .. . Glad to see Harold back 
on the old job . . . Gene Tillery. 
buyer for the Philips Hardware 
and Supply Co., Columbus, Geor- 
gia, announces a baby boy at their 
house . . Congratulations! 
Peri-Verne Wells graduated from 
the University of Kentucky in 
June ... Her father, Perry Wells. 
is a buyer for the Booker & Co., 
Tampa, Florida... We understand 
Miss Peri-Verne will be married 
later this summer .. . More about 
that later. 


Had an enjoyable time recently 
at the “Open-House” celebrating 
the formal opening of The Stanley 
Works’ new office and warehouse 
in Atlanta This impressive 
building is a fine testimonial to 
this important Southern market 

. Incidentally, the folks travel- 
ling out of the Atlanta facilities 
for Stanley are a mighty fine 
group. 

They say a fellow is pretty darn 
smart when he begins to discover 
how little he knows .. . See you 
next month. 

* 


Huey & Philp Official 
Dies of Heart Attack 


Harry A. FEUERBACHER, assistant 
treasurer of the Huey & Philp 
Hardware Co., Dallas, Texas, died 
in his home in May following a 
heart attack. A native of Austin, 
Mr. Feuerbacher had lived in Dal- 
las 40 years. He was 59 at the time 
of his death. 

Survivors are his wife, Mrs. Lela 
Feuerbacher; two sons, Charles 
and Alvin, and a daughter, Mrs. 
Shirley Chesney, all of Dallas; a 
sister, Mrs. Herbert Rehfeld of 
Austin; and three grandchildren. 





HERE’S A 
COMPLETE 
WELDED CHAIN 
DEPARTMENT 
a 

ONLY 


4322 


...+ pre-cut packaged Proof-Coil 
Chain in bright Blue Temper finish. 


. ideal “‘starting stock”’ of 3 dif- 
ferent chain sizes in popular lengths! 


... takes only one square foot of 
floor space! 


CHECK THESE 
IMPORTANT 
“BLUE TEMPER” 
CHAIN FEATURES: 


Mr. Dealer 


Vv Rich Blue Color —tempered right into the chain 


Vv Pre-Cut—eliminates measuring and cutting 


Pre-Packaged —for self-service, attractive display, 


convenient storage 


Load-Rated —safe working load limit clearly shown 


on every package 


V Labeled —for instant identification of grade, size, price 


V Clean—no dirty hands or clothing 


GET COMPLETE INFORMATION FROM YOUR 
CAMPBELL WHOLESALER, OR WRITE DIRECT 


CAMPBELL 


row. i:4 488 FACTORIES: York, Pa 


CHAIN 


WAREHOUSES 


A 
Ww t 


E. Cambrid 


CHAIN Comsauay 


riington, lowa 


Ma 


Atlanta 


Wast 


Ga 


oF 


tlle 





only 


KEYLINE 


tells the 
story so often 


Your customers know more about Customers Know the Big Difference 


Keyline Poultry Netting than — The Stretch Test Gives Them Proof 
other brand made. Their friends and 


Your customers know it’s the extra straight-line wire that makes 


stands straight and tight. And they the Gterence between Keyline and ordinary poultry netting. 
This horizontal wire woven into the fabric prevents gaps or 


read about it in their favorite farm ik 
a : , holes by adding support where it’s needed. Keyline hugs the 
publications—ten different magazines. 
Se ground . . . stands smooth and tight! The stretch test gives you 
No wonder Keyline is so easy to sell. 


Keyline advertising and satisfied users 
do the pre-selling. Customers know 
the facts about this fence with the ex- 
tra straight-line wire. As a result, you 
get faster turnover. 
Keyline roll sign, ad mats and en- 
velope stuffers help you, too. Get ready 
now to increase profits by stocking up Ordinary Poultry Netting Keyline Poultry Netting 


jj i i Stretch a sample of ordinary hexagon Stretch a sample of Keyline. See how 
on Keyline Poultry Netting. Send In mesh poultry netting. See how it loses it holds its shape. See how it stays flat 


your order today. shape. See it bag, sag and bulge. and smooth. Goes up good and tight! 


neighbors talk about this fence that 


and your customers proof. 


KEYSTONE STEEL & WIRE COMPANY 
Peoria 7, Ulinois 


makers of 


Red Brand® Fence « Red Brand Barbed Wire + Red Top® Steel 
Posts + Gates + Non-Climbable Fence + Ornamental Fence 
« BalerWire + Nails + Keycorner + Keywall + Keymesh® 
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Even the chickens 
can tell the difference 
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Hello Folks— 

To you who have already had 
your vacations I hope you had a 
good time .. . to the rest of you, 
you had better get moving before 
it gets too hot . . . unless you are 
headed for the mountains. 


While on vacations I will tell 
you about my legal one (most of 
my factories think I am on one 
most of the time). Katherine (my 
boss) and I took our children (Tom 
14, Linda 12, Libby 9) to Mexico 
for two weeks—“To the land of 
Manana” .. . Certain parts of that 
country, just like ours, are beauti- 
ful. We did not take the scenic 
route to Mexico City for two rea- 
sons: Katherine doesn’t like the 
mountains—heights bother her... 
The new route 57 is a few miles 
longer, but much faster. 


Mexico City for you folks who 
haven’t been there is an amazing 
place. They drive like “drunken 
sailors” or so I thought until the 
guide explained their theory to 
me ... This simplifies the prob- 
lem ... watch the cars in front of 
you; don’t bother about the ones 
behind—he is watching you. . 
This works, too... no horn blow- 
ing, no lost tempers. Also even 
though people walk across the 
street anytime the spirit moves 
them the accident rate is the low- 
est for a city of 5% million. 


This city is very cosmopolitan 
in the atmosphere. Most men wear 
Suits (always a coat). At the Hotel 
Reforma, where we stayed, Tom 
and I had to wear a coat even for 
breakfast in the dining room. Act- 
ually, the climate helps. Because of 
the altitude the temperature is 
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Southwest Ramblin’s 


By JIMMIE McKIE 


The McKie Co. 
San Antonio, Tex. 


moderate. It does get warm in the 
middle of the day . . . for the girls, 
as a matter of information, shorts, 
slacks and peddle pushers are al- 
most taboo here and in Monterrey 
(downtown). 


There are so many things to see, 
places to go, etc. . . The Shrine of 
Our Lady Guadalupe is most in- 
spiring . . . University City (Uni- 
versity of Mexico), capacity 35,000 
students . . . stadium seats 110,000 
. . . New residential district built 
on the lava rock . . . These homes 
are fabulous and very modern... 
The lava is hand chiseled and de- 
signs are incorporated into the 
home design by the architect .. . 
The leather and silver factories. . . 
the old glass factory where they 
still blow all their glass . . . fourth 
generation operating it now. .. The 
Pyramids . .. my son, Tom, is very 
interested in archeology and it so 
happened this was the guide’s hob- 
by so we got the $2.98 treatment at 
the Pyramids. 


You know, I have never had so 
much trouble keeping up with so 
little . . . the money ratio is $12.50 
to $1.00 in Uncle Sam’s cabbage 
leaves . . . most every place we 
went their prices were on an aver- 
age with ours. . . It just takes a 
good mathematician to keep the 
money straight. For instance in 
Taxco which is supposed to be the 
place to buy silver, these fellows 
have been reading their press re- 
leases. . . The customer pays extra 
for reputation here. . . The Hotel 
Dela Borda would be my pick of 
all the places we stopped to take a 
rest, very nice. . . It overlooks the 
town and the food is excellent. 

Acapulco, I guess, is fine in the 


(Continued from page 11) 


winter but in late May it’s too hot 
and humid. . . Maybe I'm being too 
critical, but I think it is over- 
rated Am sure, however, if 
snow was two feet deep at home 
this would be just the place to 
spend a week. . . The harbor boat 
ride is very nice and the high div- 
ers are fascinating. 


For the person who hasn’t too 
much time, Monterrey is the place 
to go. . . Seems this is the melting 
pot of Mexico. . . This is a nice 
place, not too far away, only 140 
miles from Laredo. 


I understand Jack Lendroth tried 
to grade down the side of a hill 
with his car at Glen Rose and 
completely demolished it. . . He 
was hurt, but haven’t been able to 
find out how badly. . . Fred Curry 
was telling me about it in Hous- 
ton. . . Jack, you had better leave 
that road grading to the Highway 
Department. 


Mr. LeRoy Scheurer at Wichita 
Hardware has had copies run of 
some of the better stories, etc. and 
clipped them together. . . A set free 
for anyone who wants one .. . sev- 
eral are real jewels. Maybe Mr. 
Cubby can find room for the fol- 
lowing: 


PENSIONER’S LAMENT 


How do I know that my youth is all 
spent? 

Well, my get up and go has got up 
and went! 

But in spite of it all, I am able to 


grin 
When I think of where my get up has 
been. 


Old age is golden, so I’ve heard said, 

But sometimes I wonder, as I get into 
bed 

With my ears in a drawer, my teeth 
in a cup 

My eyes on a table until I wake up. 


As sleep dims my eyes, I say to my- 
self 

Is there anything else I should lay 
on the shelf? 

And I am happy to say, as I close my 
door 

My friends are the same, perhaps a 
bit more. 


When I was young, my slippers were 
red, 

I could kick up my heels right over 
my head; 

When I grew older, my slippers were 
blue; 

But still I could dance the blessed 
night through. 


Now I am old and my slippers are 
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black, 


I walk to the store and puff my way 
back 

The reason I know my youth is all 
spent: 

My get up and go has got up and 
went. 


But I really don’t mind, when I think 
with a grin 

Of all the grand places my get up has 
been; 

Since I have retired from life’s com- 
petition 

I must admit I’ve little ambition, 

I get up each morning, dust off my 
wits 

Pick up the papers and read the obits, 

If my name is missing, I know I’m 
not dead 

So eat a good breakfast and go back 
to bed 

Author anonymous 


Missed Bob Scheurer who was 
on vacation. . . He, Jinx and the 
children were visiting friends on a 
ranch in the Big Bend. . . This is 
about all for now. . . See you next 
month Adios. 
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Billy and Ruth Dealers 
Offered 5-Point Program 


BILLY AND RUTH dealers are be- 
ing offered no less than five pro- 
motional features to attract cus- 
tomers in 1960. They include: reg- 
istration for a Grand Drawing, 
Toy Buying Guides, coupons for 
free letters from Santa Claus at 
Santa Claus, Ind., extra contest en- 
try blanks, and free Billy and Ruth 
Club membership cards for the 
children. Window signs advertis- 
ing each and inviting the custom- 
ers in are included in the dealers’ 





Southern Hardware Golf to Meet 
November 2-4 at Mid Pines Club 


The fifth anniversary meeting of 
Southern Hardware Golf Association 
will be held at the Mid Pines Club, 
Southern Pines, N. C., November 2-4. 
This year's tournament time—fol- 
lowing a vote by the membership— 
has been changed to a Wednesday 
through Friday period, permitting 
members to be at home fer the 
week-end. Previous meetings have 
been held in a Thursday through 
Saturday period. 


In addition to the regular tourna- 
ment, a nine hole tournament will 
be held this year for members 57 
years old and above who might not 
wish to compete in the regular con- 
test. This will be known as the 
Worth B. Plyler Memorial. 

J. J. Wallace, Clemson Bros., is 
president of the group, while C. M. 
“Charlie” Sutlive, Screw & Bolt 
Corp. of America, is current SHGA 
champion. 
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display kits. 

A complete Dealer Sales Pro- 
gram brochure explaining these 
points and ways of promoting 
them, as well as an A to Z ex- 
planation and plan for a successful 
Christmas toy selling season will 
be available to the dealers through 
their wholesalers. Every item that 
will be included in the 1960 Toy 
Book is pictured in black and 
white in the brochure along with 
a stock control program that the 
dealer can utilize. 


od 


NHMA Selects Chicago's 
New Hall for 1961 Shows 
CHICAGO’s new Exposition Cen- 


ter will be the site of the July 
1961 National Housewares Exhibit, 


according to Dolph Zapfel, secre- 
tary. Directors of the National 
Housewares Manufacturers As- 
sociation voted unanimously at 
their recent meeting in Chicago for 
the midwest city as the site of the 
mid-year Exhibit. 

The new Chicago hall, scheduled 
to be completed in November, will 
accommodate more than _ 1,600 
booths, nine-tenths of them on the 
main level, the balance on a 
Restaurant and Meeting Room 
level opening onto a lakefront 
promenade. The hall is located in 
the travel-center of the country, 
within sight of Chicago’s Loop and 
only a few minutes bus or cab 
ride from downtown hotels. 

Dates of the 1961 National 
Housewares Exhibit in Chicago 
will be January 16-20 and July 
10-14. 


Georgia-Florida Group Breaks Ground for New Home 


May 22 was an important day for the Georgia-Florida 
Retail Hardware Association. Following a meeting of the 
association's Industry Advisory Committee, its members 
adjourned to Orange Park, Fia., 11 miles south of the 
Jacksonville city limits for a "ground-breaking" ceremony on 
the site where the association's permanent headquarters 
will be constructed. On hand to wield shovels were: R. L. 
Ricker, secretary-treasurer; Rev. F. C. Talmadge; E. B. 


B. Nall, 
presidents. 
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director; Jack F. Proctor, 


McDaniel, president, Bank of Orange Park; W. A. Parker, Sr., 
Beck & Gregg Hardware Co.; H. W. Jernigan, Jr., Jernigan 
Hardware Co.; Dale S. Greene, association director; E. D. 
Pennington, association president; E. H. Strickland, director; 
Frank M. Cooper, Ill, Knight & Wall Hardware Co.; Charles 
C. Hartley, director; Martin F. Stuck, vice-president; Ollie 


Virgil Poss, past 
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WEATHER-RESISTING TARPAULINS 


“DiTraCo” Tarpaulins are Triple-Stitched with Durable Thread. Heavy Metal Grommets 

for tie-ropes are set into reinforced canvas 3’ to 4’ apart on all sides. Individually 

wrapped and labeled. Made in accordance with U. S. Com. Standards. CS-28-46 

Cut Sizes 10 oz. 12 oz. 

S.F. Duck S.F. Duck 

$ 2.45 
3.36 
441 
5.20 
6.24 
9.36 
7.80 
9.10 
10.40 
11.70 
10.92 
12.48 
14.04 
14.56 
16.38 
18.20 
17.55 
19.50 
18.72 
24.96 
28.08 
26.00 
31.20 
39.00 


14.90 oz 


8 oz. 
S.F. Duck 


S.F. Duck 


$ 5.80 
6.96 
10.44 
8.70 
10.15 
11.60 
13.05 
12.18 
13.92 
15.66 
16.24 
18.27 
20.30 
19.58 
21.75 
20.88 
27.84 
31.32 
29.00 
34.80 
43.50 


6V2¢ 7 ae 


extra for any sizes not listed which are smaller than 8 x 10 


DilgaCo PUP TENTS 


Made in our own Modern Factory. Closely-Woven Drill, weight approximately 6 oz. per 
sq. yd. before treating. Durable Olive Drab Weather-Resisting Finish. Individually Packed 
—complete with Poles, Stakes and Ropes. 


$10.20 
11.90 
13.60 
15.30 
14.28 
16.32 
18.36 
19.04 
21.42 
23.80 
22.95 
25.50 
24.48 
32.64 
36.72 
34.00 
40.80 
51.00 


. Ft. Price For All 
Sizes Not Listed 


Note: Add V2¢ per sq. ft, 


5V2¢ 8Y2¢ 


Reinforced 
corners for 
longer service! 


We make 
modern well equipped factory. 


Heavy metal 
Grommets set in 
reinforced 
canvas! 


Triple-stitched 
seams for greater 
strength! 


‘DiTraCo” Top-Quality Tarpaulins in our own 


HUNTERS CAMOUFLAGE SUITS 





¢ Impregnole® Water 
Repellent Finish 


¢ Vat Dyed, Sanforized 


¢ 5 color Camouflage 
Combination 


WORK GLOVES 


#22E 
$7.60 
Doz. 


Short 


Short Gauntlet-Leather Palm 
Gunn 


Blue Flannel w gold stripe, 
elastic back. Rubberized water- 
proof safety cuff. Clute pattern 
Full leather thumb, no finger 
tips. Elastic back strap 


Full 


8 oz. Wht. Cotton Flannel Blue 
Knit Wrist. Clute Pattern 


NET 30 DAYS: 
(on Approved Credit) 


w/gold 
strap. 


Long Gauntlet-Leather 
as 2462, except w long’ gauntlet 


#711 
Single End 
$4.30 Ea. 


Attractive Glove 


quest), with orders for 12 doz. asst 


Display Rack furnished FREE, 


7462 


$9. 


55 


Gauntlet-Leather Palm 
pattern. Blue flannel 

stripe. Elastic back 
Waterproof safety cuff. 
leather thumb & finger- 


tips—leather knuckle straps. 


#465 
$10.15 
7 Doz. 


Palm. Same 


#712 
Double End 
$5.20 Ea. 


© Full-cut and roomy 
Extra-Large Pockets 


© Full-Wot., 8.2 oz. 


or more. 
—— 


— ==, 


Driver's 
Cowhide 


All-leather 
Top-Grain 
Excellent quality 
per doz 


9 oz 
Wrist. 


For more information use Handy Return Card, Page 51 


(on Re- 


Gloves. 
Leather 
Gunn pattern. Draw-cord back. 
Asst 
2/S, 6/M, 4/1 


$2.80 


Seal-Brown Jersey Knit 


Twill 


¢ Superior Workman 
ship. Do not confuse 
our garments with 
lighter wot 
Competitive suits 


© Sold on “‘Money- 
Back’’ Guarantee 


© Purchase of complete 
suits not required. 
We welcome separate 
orders for Jackets 
or Pants or Caps 








Med., lg. & Ex.lg 


$2700* poz. 


#1258-P Pants, (Zipper Flys) Adjustable tabs 
Sml: Reg. size 32, adj. to 30 & 31 
Med: Reg. size 36, adj. to 34 &35 
Lge: Reg. size 40, adj. to 38 & 39 
X-Lge: Reg. size 44, adj. to 42 & 43 


2258 Caps... 


Sm., 


1258-3 Jackets... 


sizes 


$2700* poz. 


Sizes 634 thru 71/2 


$475* voz. 
*Prices apply to assort. of 6 doz. or more gar- 
ments. Add 75¢ per doz. for less than 6 doz. 
assort. 


+93 
- Base-Ball Type 


EVERY ITEM 
FULLY 
UARANTEED 
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TALK ABOUT VALUB!; 


NEW REMINGTON, 











SS 





move, AB 


FOR SHOOTERS WHO PUT 
PERFORMANCE FIRST 


AVAILABLE ONLY 
IN 12 GAUGE, 
A GRADE WITH 
PLAIN BARREL 


“AUTOMASTER’ 


A FEATHERWEIGHT, DEPENDABLE 
AUTOLOADING SHOTGUN ... 





RETAIL 
PRICE 
ONLY 


% Gas Operated — Light Recoil 

% Self-Adjusting ‘Power Piston” 

%& Supreme Dependability 

¥% Fast, Easy Loading 

¥%& Perfect Balance — Fast Pointing 

% Quick Change Barrels — Easy Take Down 


Remington 
qr 


NEW REMINGTON MODEL 878 “AUTOMASTER” 


SELF-ADJUSTING “POWER PISTON” handles al! types of standard-length 
loads — high base, low base and standard magnum. The mechanism auto 
matically selects exactly the right amount of gas from the load to work the 
action practically thinks for itself. The gas doesn't bleed off until the 
shot has left the barrel, ensuring full power behind the shot column and a 


much ¢ 





REDUCED RECOIL. Remington gas operated action means non-recoiling 
barrel and less recoil too! With the new Model 878 ‘‘Automaster,"’ a shooter’: 
hands never leave shooting positior one squeeze and the fast autoload 


ng action chambers anotner sneli, ready to go 





SUPREME DEPENDABILITY. Precision-built for a lifetime of shooting per 
formance. High speed camera photograpt f Model 878 cycle of opera 
tion, show that mov part ire pe tly synchronized. Laboratory tests 
duplicated toughest tropical arctic nat to prove dependable func 
tioning even under extreme shooting nditions 





FAST, EASY LOADING. Drop t shell in ejection port. Press magazine 
follower release as shown in photograph. Insert next two shells in 1 
and gun is fully aed. 10 single load, drop sne n port and press mage 


zine follower release 














QUICK-CHANGE BARRELS — EASY TAKE-DOWN. Unscrew magaz 


$+ +4 


+} 


wit barrels of appropriate | 








ting is desired 
Model 878 barrels are 
no fitting. Trigger assembly 


SPECIFICATIONS—M 878A “STANDARD” GRADE AUTOLOADING SHOTGUN 


STYLE: 3 shot autoloading shotgun—take down, hammerless, solid 
breech. 


GAUGES: 12 only. 


BARREL: High Strength Remington Proof Steel gives maximum 
strength for modern heavy loads, including standard length 
(2%”) magnums. Improved cylinder, modified, full choke. 
Lengths—26, 28, 30 inches. Plain barrels only. 


SAFETY: Convenient Cross Bolt Type. 


STOCK & 
FORE-END: Finely finished American Walnut. 


STANDARD 
STOCK 
DIMENSIONS: 14” long, 22” drop at heel, 15%” drop at comb. 


WEIGHT: About 7 Ibs. 


REMINGTON ARMS COMPANY, INC., BRIDGEPORT 2, CONN. 


“Automaster’’ and “Power Piston’’ are Trademarks of Remington Arms Company, Inc 





You'll like Bethlehem bolts, too. 
They’re tops in quality. All 
sizes and types of carriage, lag, 
and machine bolts and nuts 
are available for quick delivery. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
Export Distributor: Bethlehem Stee! Export Corporation 


BETHLEHEM STEEL 
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The Debut of the 
SWING-A-WAY 
DeLUXE 
AUTOMATIC 
CAN OPENER 

















Model 1509 RM-WM-YM-PM-TM-SM... Red, White, 
Yellow, Pink, Turquoise and Sandalwood ename!, Chrome trim $6.95 
Model 1509M Polished chrome $7.95 


Just out...the new standard for comparison in automatic 
can openers... the Swing-A-Way DeLuxe! Its sophisticated styling has the 
timeless value of all Swing-A-Way design, and beneath the beauty is a time- 
proven mechanism to give years of trouble-free service. See the newest and 
neatest look in can openers...the totally new Swing-A-Way Deluxe Automatic. 
Finest Features! Single-handle automatic operation ¢ Exciting, totally -new 


styling * Six decorator colors ¢ Sturdy cast housing * Powerful, ceramic magnet 


¢ Gear-driven cutter * 3-position wall bracket * 5-year written guarantee. 


you can sell more, make more with Swinc-A-Way 


SWING-A-WAY MANUFACTURING COMPANY « ST. LOUIS 16, MO. + In Canada: Fox Agencies, Port Credit, Ont. 


20 For more information use Handy Return Card, Page 51 SOUTHERN HARDWARE for July, 1960 











CNIS 
ROTOQ-EDGER 


TRIMS YARDS 





y =~ 


aN iA 


r owen eros FOR SHEARING WEED s 


“You Offer Your Costemers 
More for their Money with Ames 


creck the extra weight in the head for longer life and easier trimming. 


Check the exclusive shift lever on #30 that adjusts cutting blade for 


maximum efficiency. 


Check the sharper blade for cutting. Turn the wheel of an Ames Roto- 
Edger and listen to the quality shearing sound. 


Check the fact that Ames Roto-Edgers are reversible — can be used 


in either direction. Saves steps and time. 


AND FOR YOU 66%% MARKUP-—FULL 40% PROFIT! 


pee _ _— CASUAL FURNITURE 
‘AMES Why not stock AMES — the complete line? sata Wouneeenas 
GARDEN TOOLS 
1774 SHOVELS 
O.§ AMES CO. PARKERSBURG, WEST VIRGINIA 
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INDUSTRY NEWS 


Stanley Appoints Rep 
in St. Louis Area 


STANLEY HARDWARE, division of 
The Stanley Works, New Britain, 
Conn., has appointed Richard A. 
Smith as representative in the St. 
Louis area. In addition to eastern 
Missouri, he will cover western 
Kentucky, western Tennessee, and 
southern Illinois. 

Smith joined The Stanley Works 
in 1956 and subsequently worked 
on special marketing assignments. 
He was graduated from Yale Uni- 
versity in 1955 and received his 
M.B.A. in marketing in 1959 from 
the Wharton School of Finance and 
Commerce. 

* 


Lyman Gun Sight Appoints 
Charlotte Firm as Reps 


THE LYMAN Gun Sight Corp. of 
Middlefield, Conn., announces the 
appointment of the firm of Daw- 
son-Kinney and Hambrick, Char- 
lotte, N. C., as manufacturers’ rep- 
resentatives for Lyman gun sights, 





P. F. Dawson Eliis Kinney 


reloading tools, and choke devices 
The new appointees will cover the 
states of Alabama, Florida, Geor- 
gia, Kentucky (except Louisville), 
Mississippi, North Carolina, South 
Carolina, Tennessee (except Mem- 
phis), Virginia, and West Virginia. 

Principals in the Dawson-Kin- 
ney and Hambrick organization in- 
clude P. F. Dawson, who founded 
the firm in 1922 and who main- 
tains the main office in Charlotte; 
Ellis Kinney, of Birmingham, Ala.; 
Tom Hambrick, Nashville, Tenn.; 
A. A. Borthwick, Ormond Beach, 
Fla.; and David Hughes, of Nash- 
ville. 


Peden Is Host to Eclipse "Road Show” 


The Eclipse Lawn Mower “Road Show" consisting of 1960 models, together with 
original mowers from the Eclipse Museum dating back to 1912, was presented 
recently to the more than 200 Eclipse dealers in the Houston area. Present to 
introduce the new mowers and discuss sales and advertising promotion plans 
were Roger L. Kerkering, Eclipse sales manager, seated on mower, and Granger 
B. Thurstone, left, president and general manager of the Prophetstown, IIl., firm. 
J. J. Caraway, vice-president and sales manager of Peden iron and Steel Co., 
Houston, wholesale distributors of the line, outlined local participation in the 
se!ling campaign. 
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Tom Hambrick A. A. Borthwick David Hughes 








Give Your 
Living A Lift 


with 


Beauty Treatment 
FOR YOUR WALLS 


PRETTY: Choose from 17 col- 
orful patterns to make your 
home look “younger than 
springtime". Add fresh beauty 


to your walls. 


PRACTICAL: You can easily apply Wall- 
rite yourself. This decorated building paper 
requires no backing. Goes on in a jiffy over 
wood, paint, plaster or old wallpaper. 


BUDGET-PRICED: A single 
roll covers a 10’ by 14° by 8!/2' 
room, yet costs less than $4.00. 
Send for your free sample of 
this decorated building paper 
which brings a touch of spring 
into your home. Just write your 
name and address on a post- 


card and mail to 


FLEMING & SONS, INC. 


P. 0. BOX 1291 DALLAS 21, TEXAS 
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TuHose Texas wholesalers and 
Boosters whooped it up in San An- 
tonio recently and a sizable crew 
of Old Guard members were on 
hand for the festivities. 


* 


In the thick of things, as usual, 
were John During, Connie Gold- 
strohm, Forrest Johnson, Paul 
Speaker and Stafford “Bill” Jones, 
all having their customary jolly 
time. 


* 


The Convention Scene: Hubert 
Groves, complete with spats and 
derby modeling just what the 
well-dressed Hawaiian is wearing 
this season mingling in the 
lobby, in hotel rooms and, in fact, 
all over the Hilton were Charlie 
Babington, Harry Taylor, Charlie 
McKnight, and Paul Speaker ... 
Al Misner on hand with his boss, 
Rad Radway ... Sam Eaves, Clyde 
Holley and Harold Torian expert- 
ly spreading Texas hospitality . . . 
Frank Boxwell looking great after 
a recent eye operation and making 
plans to hit the links again. 


* 


Among those missed by all were 
Gardner Lipscomb, Bill Gillespie, 
and Dewey Godfrey. 


* 


From out of state were two 
more OG members who really get 
around: Charlie Pitts and Jim 
Young .. . Col. Frank Campbell, 
back on the scene after an absence 
of several years. 


* 


Shortly before convention time 
in San Antonio, Gardner Lipscomb 
passed along the news that Frank 
Boxwell, who had undergone an 
eye operation about 60 days pre- 


is Month 


with the 


ld Guard 


viously, was progressing nicely and 
expected to be fitted with glasses 
soon. An ardent golfer, Frank 
showed up in Southern Pines, 
North Carolina for several years 
running for the annual tourna- 
ment held by Southern Hardware 
x0lf Association. When tourna- 
ment time rolls around again in 
November, the SHGA crowd will 
be hoping Frank will be on hand 
with his sticks and raring to go. 
Gardner advised also that Staf- 
ford “Bill” Jones had been on the 
go again, this time trekking to 
Miami for another convention. 


* 


Charlie Pitts has the right idea 
about vacations—when you want 
to get away from it all. His secre- 
tary explained recently that 
Charlie was on vacation fishing in 
the Florida Keys, address and 
telephone number unknown. 


* 


A. H. Deveney & Co., with whom 
I. H. Griffin and Bill Currie are 
associated, has been appointed 
Southeastern and Southwestern 
representative for Perma Spray 
Mfg. Co. of Miami, manufacturers 
of polyethylene pipe and fittings 
of all types. 

Bill Currie, a Kiwanian, is work- 
ing on Circle K Committee, an or- 
ganization at Birmingham South- 
ern College sponsored by the Ki- 
wanis Club. He reports that the 
boys in the school are doing an 
outstanding job. 

I. H. Griffin worked South 
Florida recently with Bob Gottlieb, 
manager of sales for Dick Bros., 
Inc.—beating the bushes al! the 
way. Grif and his wife observed 
their 20th anniversary not long 
ago. In celebration, Grif stayed at 
home most of the week and took 
his “bride” to a “swell-elegant” 
dinner. 
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Elmer J. Murray journeyed into 
Chicago from his headquarters in 
Meridan, Connecticut, June 8, 9 
and 10 for a quarterly meeting of 
Portable Electric Tool Co.’s district 
manzgers. 

. 


Forrest Johnson was another OG 
member who was getting ready for 
the Texas convention and expect- 
ing to see a large number of 
friends on hand in San Antonio. In 
mid-June Forrest also celebrated 
a wedding anniversary, married, in 
his words, “many, many years to 
the same one.” 

Forrest has settled with his in- 
surance company on recent hail 
damage and shortly will be getting 
a new roof and paint job on the 
homestead. 
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Val-Test Group Issues 
Fall Sale Broadside 


“SupER SALE” promotions for 
August and September are now 
being sold to dealers by the Val- 
Test Distributors, a division of 
Meyer Merchandising Service, Inc., 
Chicago. The 4-color, 4-page 
newspaper size broadside contains 
four coupons and 62 other specials 
on hardware and housewares 
items, selected to pull traffic into 
the retailer’s store. Dealers are al- 
so offered a multi-colored silk 
screen store trim kit of banners, 
pennants, price cards and other 
promotional material, as a tie-in 
with the promotion. 

All items being promoted were 
selected by the Val-Test group at 
a March meeting in Denver. 

Among the members of the 
group are: Brown-Rogers-Dixson 
Co., Winston-Salem, N. C.; Fones 
Brothers Hardware Co., Little 
Rock, Ark.; Frederick Trading Co., 
Frederick, Md.; Fries, Beall & 
Sharp Co., Springfield, Va.; Gates 
Hardware & Supply Co., Tulsa, 
Okla.; Greer & Laing Co., Wheel- 
ing, W. Va.; Keith-Simmons Co., 
Inc., Nashville, Tenn.; Kennedy 
Wholesale Hardware Co., Chatta- 
nooga, Tenn.; King Hardware Co., 
Atlanta, Ga.; Rogers & Baldwin 
Hardware Co., Springfield, Mo.; 
Stratton-Baldwin Co., Inc., New 
Orleans, La.; Van Deren Hardware 
Co., Inc., Lexington, Ky.; and Wm. 
Van Hoogenhuyze Hardware Co., 
Inc., San Antonio, Texas. 
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Acco Counter-Pak Chain Assortment | 


Make big profits from small chain by offering cus- 
tomers a selection of sparkling small chain from the 
new acco Counter-Pak Chain Assortment.TheNo. 45 
Counter-Pak Assortment features four 100-foot reels 
of the most popular chain types—double jack chain, 
steel sash chain, solid brass safety chain and welded 
link chain. Assortment costs you just $23.12 from 
your distributor. But sold at suggested retail prices, 


it nets you a king-size $35.88 profit. e Designed to 
promote fast turn-over, the No. 45 carton opens into 
a compact, self-display unit to put chain reels in full 
view where they do the most good—on the counter! 
Bright red and white carton takes up only a mini- 
mum amount of counter space. Types of chain and 
a place for suggested retail prices are printed on the 
side of the carton. 


YSIS | SSS 


SASH CHAIN 


For double hung windows and 
many other uses where flat 
chain is needed. Runs smooth- 
ly over pulleys. In cold rolled 
steel or solid bronze. 


—, . 


ELWEL MACHINE 


CHAIN — Twist link electric 
welded chain. Also in straight 
link. Extra bright zinc and hot 
galvanized finish. No. 5 to 7/0 
sizes. 50 and 100 ft. cartons. 


= 


TENSO COW TIES 


In a varied range of styles and 
sizes. Bright finish. 


ORDER FROM YOUR 
DISTRIBUTOR | 
Contact your American | 
Chain distributor for com- 
plete information about 
these items or write York, 
Pa., office for free 7 
Catalog DH-176B 
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SAFETY PLUMBERS’ | 


CHAIN—A light flat chain 


in brass or steel. Four sizes— | 


2/0 to 2. In 50-ft. (cartons) 
or 500-ft. (reels). 


PROOF COIL 


For a host of regular uses ex- 
cept lifting. Open hearth basic 
steel—self colored. Hot gal- 
vanized finish. 


“i see 
P 6% 


TENSO PORCH CHAINS 


Set consists of two Y-type 
chains, two ceiling hooks. 2/0 
leader with 1/0 branches. 


| 


JACK CHAIN 


A light weldless chain with 
wide use where strength is not 
a factor. In brass or steel. 50 
ft. cartons or 500 ft. reels. 


HANDY CHAIN 


As its name implies, a chain 
of countless uses. Elwel 
Handy chain is 66-in. long— 
has snap on one end, ring on 
the other. 


SHUTS 


For joining large sizes of 
chain. Use one size heavier 
than chain size. 3/16to1% in. 


WELDED LINK CHAIN 


No. 14 welded link chain comes 
in the Counter-Pak Assortment 
or can be bought separately. 
100 feet on a reel. Extra bright 
zine finish. 


DOG CHAIN 


acco makes a 
variety of dog 
chain both in 
welded and weld- 
less styles. Ask 
your distributor 
for information. 





COTTER PINS 
Made from cold drawn half- 
round steel wire. One end ex- 
tended for easy spreading. 
Wide selection of sizes. 


AMERICAN CHAIN “<< 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore., *“San Francisco 
*Indicates Warehouse Stock 


For more information use Handy Return Card, Page 51 


‘TRADE “YN 
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WALL SPACE 
LIMITED 2 


You’re in business with a STANLEY HARDWARE CENTER 
mounted on gondolas — flexibility unlimited! 


Limited wall space need not limit your hardware profits. Big Fall push! Stanley will 
A Stanley Hardware Center on standard NRHA gon- Se RT 


dola fixtures, like those pictured, will fit compactly into EVENING POST advertise- 
any store layout. Place gondolas side by side or back to ments, offering a 50¢ “idea” 


back. Wire “Uni-Racks” for Hardware Center products ee Sitios on the 


hang neatly on gondola (or wall) pegboards Stanley Hardware Center. 


Be ready for big business this Fall. Install a Stanley Hardware Center now. 
Ask your wholesaler for complete information on this program. 


STANLEY Hand and Electric Tools are Best Known...MOST WANTED 


RL ee Mode tat 
Wiwincecikl i : Drill. Powerful 

Y¥,” drill with 

rugged construc- 
No. 175C Nest of Saws (Pat. Pending). Turret tion for long service, non-slip pistol 
Head Keyhole Saw. Carded with 3 special purpose grip, grooved housing for fingertip 
blades that are easily interchangeable — for wood, control, and 3-jaw geared chuck. 
metal, and for pruning. Quick-change locking head Easy maintenance. Design assures 
holds blade in 8 positions. Cuts in and out of cor- comfort, balance. Offers what cus- 
ners and flush to a wall. tomers want! 








< egeings © coatings o strip steal « steel strapping—mede in 24 plants in the United States, Conade, be me pdt ~~. 
REG. U. S. PAT. OFF. CANADIAN PLANTS: HAMILTON, ONTARIO AND ROXTON POND, P.Q. 
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Why Bethlehem 


Galvanized sheet steel is the strongest 
roofing you can buy. It won’t tear 
loose in high winds... it requires 
less supporting framework . . . it lasts 
a long time... it is easy to install 

.and its installed cost is the 
lowest of all. 

Bethlehem produces galvanized 
steel roofing in four popular styles, 
with all necessary accessories, in 
commercial and heavier coating 
weights, such as the 2-oz. ‘‘Seal of 
Quality” coating. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


Export Distributor: Bethlehem Steel Export Corporation 


ETH EHEy 


BETHLEHEM 
STORMPROOF ROOFING 
Special side- and end-lap 
features allow moisture 
drainage, prevent end-lap 
siphoning. Covering width 
24 in., sheet lengths 6 ft to 
12 ft, in one-foot step-ups. 


BETHLEHEM GALVANIZED 
ROLL ROOFING 


Economical on tight-sheathed 
roof with low pitch. Laps are 
seamed together to keep out 
all moisture. Rolls 50 ft long, 
covering width 24 in. 


\\ 


vw §=BETHLEHEM STEEL 
pe toes 


For more information use Handy Return Card, Page 51 


Galvanized Steel Roofing SELLS 


BETHLEHEM V-CRIMP 
GALVANIZED SHEETS 
Combines protection with 
attractive appearance. Espe- 
cially good in areas where 
high winds prevail. Avail- 
able in 5-V style, in either 
plain or copper-bearing steel. 


BETHLEHEM CORRUGATED 
GALVANIZED SHEETS 


For open-slat or purlin roofs 
pitched 3 in. per ft or more. 
Available in 1\4%4-in.,2\%-in. 
and 3-in. corrugations, for 
either roofing or siding. 


For Strength 
Economy 
Versatility 
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TO BIGGER PUMP PROFITS 


Traditional Red Jacket Quality 


.* 
REO JACKET 


é Perfectly balanced impeller of DuPont Delrin 
oo Rigid Diffuser of Cotton Flocked Phenolic 
e Both withstand abrasion better than brass 
or similar material 
e Both unaffected by aggressive or acid 
water 
¢ Both have smoother surfaces for higher 
efficiency 
ZA NEMA Standard 14 and 14 HP Motors with 
stainless steel shaft extension (14 HP Capacitor 
Start, dual voltage) 
Rotary seal has Ceramic face for long leak- 
proof, trouble-free life 
r “SW” Models are tapped for either vertical or 
— horizontal connections 
Ww 


RED JACKET MANUFACTURING COMPANY e 


WJ-220 


\ 


\ 


>19= 


Ys HP Pump Unit 


“DW" DEEP WELL 


$105>° 


% HP Pump Unit 
with Twin Tube injector 
and foot vaive 


All cases threaded for quick, easy installation 
Designed for ease in servicing 


Two pole pressure switch for long and positive 
operation 


Red Jacket ‘‘ Trailblazer” Pumps not only can 
help you sell the “price buyer” but also can 
serve as price leaders to sell up to deluxe models 
in the “SJ” and “HB” shallow well series, to 
the ‘‘CJ” and ““CJM” convertible shallow and 
deep well jet pumps, or to the top quality Red 
Jacket ‘““Submerga”’ Pumps. 


, Contact your Red Jacket distributor for com- 
lete details. He can also explain how the“ Trail- 
lazer” “7 fit in with the complete line of 

Red Jacket Water Service Products. 


DAVENPORT, IOWA 





Hardware people appreciate the fact that... | 
ee oa 











PRODUCT 
AND PACKAGING 
SUPERIORITY 
PROTECTS PROFITS 


10 wholesalers and retailers alike, CLARK offers such ‘‘profit-protecting’’ 
features as: 

BURR FREE THREADS—Fasteners that are faster and safer to use.. .a speed 
and safety that customers appreciate. 

SUPERIOR PACKAGING — Individual, heavy weight cartons, clearly labeled and 
color coded for instant identification. Simpler to sell... a snap to inventory. 
UNIFORMITY—Quality that customers can rely on—in fasteners consistently 
uniform. 

Despite these—and many other—points of superiority, CLARK 

fasteners are competitively priced. 


For information on the complete CLARK line ae 
of quality fasteners, request full line catalog and price list. 





CLARK BROS. BOLT CO.  Sonncencur 


McGowin-Lyons Announces 
Administrative Changes 


AFTER 55 years in the wholesale 
hardware field, Berge Vann, man- 
ager of the hardware department 
of McGowin-Lyons Hardware & 
Supply Co., Mobile, Ala., retired 
on April 30. 

A native of Clark County, Miss., 
Vann began his career with lum- 
ber mills in Louisiana after finish- 
ing high school. He moved to Mo- 
bile in 1904, and after a brief 
period with the Louisville & Nash- 
ville Railroad, he joined the staff 
of Cunningham Hardware Co. 

In October of 1909 he moved 
over to Southern Hardware & 
Supply Co. He started with them 
as billing clerk, and was later a 
profit clerk before becoming as- 
sistant to the late Mr. William 
Laird, manager of the hardware 
department. In March of 1913 the 
McGowin-Lyons firm was organ- 
ized and acquired the business of 
Southern Hardware & Supply Co. 

Vann continued with the new 
company as assistant to Mr. Laird 
until Mr. Laird’s death, after 
which he was assistant to the late 
R. H. Givens, who succeeded Mr. 
Laird as manager of the hardware 
department. He became manager 
of the department in 1942 and held 
that position until his retirement. 

Following Vann’s retirement, F. 
S. Crown has been named manager 
of the hardware department. 
Crown has been associated with 
McGowin-Lyons continuously since 
1936, except for service in the 
armed forces during World War II. 
He served in the cost accounting 
and marine departments before 
the war. He became assistant to 
Vann in 1946 and continued in that 
capacity until Vann’s retirement. 
Crown is a company officer. 

A. J. Turk is assistant to Crown. 
He also joined the organization in 
1936 and has been with them con- 
tinuously, except for service dur- 
ing World War II. Turk has seen 
service in the mailing and cost ac- 
counting departments, and joined 
the hardware department as chief 
clerk in 1948. 


* 


F. L. Chamberlain Dies 
in Charleston, S. C. 


FRANK L. Chamberlain, vice- 
president in charge of the auto- 
motive department for C. D. 
Franke & Co., wholesalers in 
Charleston, S. C., died on May 20. 

Mr. Chamberlain had been ill 
for almost five months. 
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F. C. Stearns Begins Construction 
of $500,000 Office and Warehouse 


EIGHTEEN months of intensive 
planning was culminated in mid- 
May when officials of the F. C. 
Stearns Hardware Corp., whole- 
salers in Hot Springs, Ark., held 
ground-breaking ceremonies at the 
13¥4-acre site where the company 
will build a $500,000 warehouse 
and office building. 

The new facilities will be con- 
structed on the new Hot Springs- 
Benton highway, approximately 
one and one-half miles beyond the 
city limits. 

The official beginning of con- 
struction also marked the 80th 
anniversary of the founding of the 
company which is one of the city’s 
pioneer business establishments. 

More than 50 local civic and 
business leaders were on hand to 
see William Anderson, Jr., and 
Frank Wright, grandsons of the 
founders of the business, break 
ground for the new structure. 

Anderson is president of the 
firm, while Wright is president of 
the F. C. Stearns Real Estate, Inc., 
a subsidiary of the hardware cor- 
poration which will build the new 
facilities. 

Construction is 
completion by December 


scheduled for 
1 at 


which time the company will 
move from its present location on 
Central Ave. and from two ware- 
houses at other points in the city. 

The new building will be of 
tilt-up concrete construction, 205 
by 356 feet, and will contain ap- 
proximately 1,200,000 cubic feet 
of space. An additional 50,000 
square feet will be enclosed by 
steel fence for outside storage and 
trailer parking space. 

A sprinkler system will be in- 
stalled throughout the interior, 
and the office and display room 
will contain some 8,000 square feet 
of floor space, with all weather 
air-conditioning. 

The facilities will have accom- 
modations for handling nine 
trucks simultaneously, and there 
will be parking spaces for 100 
cars. A spur track to serve the 
building will permit four railroad 
cars to be unloaded at one time. 

The offices will include a snack 
bar, fireproof vault, a catalog as- 
sembly room, conference room, 
display room, and individual of- 
fices for all buyers, stock control, 
billing operation, and credit de- 
partment. 


The new plant will employ 


Shown breaking ground for the new F. C. Stearns facilities, are, left to right: 


Tom Stone, 


president of the Arkansas National Bank; Mayor Dan Wolf, Frank 


Wright, president of F. C. Stearns Real Estate, Inc., Willian M. Anderson, Jr., 
president of the hardware corporation; Ed Wright, vice-president, and Renaford 
Caldwell, vice-president and secretary. 
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modern types of materials han- 
dling equipment including fork 
lift trucks, electric tractors and 
dollies. Local pickup orders will 
be filled more quickly by order 
pickers using electric golf-cart 
type of warehouse trucks. 

The firm which has grown from 
a retail store originally established 
in 1959, presently employs 22 
salesmen in all parts of Arkansas 
and eastern Oklahoma. 

Company officers are: W. M. An- 
derson, Jr., president; J. Darrel 
Wear, vice-president and treasur- 
er; Renaford Caldwell, vice-presi- 
dent and secretary, and Frank S. 
Wright and Edward L. Wright, 
vice-presidents. 


* 


Price Horton to Represent 
Screw and Bolt Corp. 


Price Horton Co., Atlanta, Ga., 
well-known in the industrial fast- 
eners field, will represent Screw 
and Bolt Corp., of America in the 
Southeastern states. 


* 


F. E. Myers Co. Sold to 
McNeil Co. of Akron 


ASSETs and properties of The F. 
E. Myers & Bro. Co., a leading 
manufacturer of pumps and water 
systems and power spraying equip- 
ment, have been sold to the Mc- 
Neil Machine Engineering Co., Ak- 
ron, Ohio. Shareholders of the 
Myers company approved the sale 
at a recent special meeting. 

McNeil management has indi- 
cated no present intentions to 
change the Myers operations and 
Myers officials plan to continue to 
establish marketing policies. 

In a letter to Myers wholesalers 
and retail accounts explaining the 
sale, E. M. Myers, vice-president in 
charge of sales, said: 

“The management team at My- 
ers has every intention of increas- 
ing our share of the market in our 
present product lines. To do this, 
greater expenditures will be re- 
quired in the future for research 
and development in connection 
with model changes and new prod- 
ucts. McNeil can offer greater fi- 
nancial resources and excellent re- 
search and development experi- 
ence as an effective foundation for 
achieving this growth.” 
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Sharp-Horsey Officials Prepare for Show 





Harry Horsey, Jr., and Jack Sharp, officials of Sharp-Horsey Hardware Co. 
in Atlanta, Ga., are shown here working out plans for the company's se- 
cond annual trade show, scheduled for July 31-August 3 at Atlanta's Bilt- 
more Hotel. More than 100 manufacturers will exhibit their lines during 
the four-day event which will see outstanding prizes awarded to dealers. 





G00D NEWS LETTER from LOURO- 





EUROPE WAS WONDERFUL 
BUT IT’S NICE TO BE BACK... 


Hustling through eight countries was a great 
experience. Right now | can tell you it was 
most pleasurable—l'll let you know in 60 days 
whether or not it was profitable. One thing for 
sure, everyone loved our packaging. 


THEIR STORES ARE 


NOTHING LIKE YOURS 


You're way ahead of our friends overseas 
when it comes to merchandising. First of all, 
there's no such animal as a “hardware” store 
in Europe. The stock you carry is more com- 
plete than they would ever dream of carrying. 


Cordially,  . 
Here’ f our 
casi. Vie 
Sales Manager and Son-in-Llaw 


is the only mother-in-law approved line. 
ORDER FROM YOUR JOBBER OR WRITE 


tH WOODHILL cuemicar co. 


**Originators and world’s largest manufacturers of Plastic Aluminum’ 
1390 East 34th Street Cleveland 14, Ohio 











isa treme 
State 


PLASTiCc 
REPAIR 
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George Stanley Promoted 
by Fayette R. Plumb, Inc. 


GEORGE STANLEY, long-time rep- 
resentative in the Southeastern 
territory for Fayette R. Plumb, 
Ine., recently was named South- 
eastern District Manager for the 
company. 

Mr. Stanley will supervise the 
activities of additional sales repre- 
sentatives who will join him at a 
later date in the territory. 

On July 25 Mr. Stanley cele- 
brated his Silver Anniversary with 
the Plumb Organization. 


* 


Allison-Erwin Occupies 
New Greenville Warehouse 


J. C. Erwin, president, Allison- 
Erwin Co., wholesale distributors 
headquartered in Charlotte, N. C., 
announces the completion of a new 
warehouse in the Greenville, S. C., 
area. 

The new facilities are located on 
Industrial Drive in the Pleasant- 
burg Industrial Park, a develop- 
ment on the Laurens Road just 
east of the Greenville city limits. 
New mail address is Box 5291, 
Station “B”, Greenville; the tele- 
phone number remains CEdar 3- 
4517. 


* 


Lawn-Boy Announces 
Two Appointments 


Two appointments have been 
announced by the Lawn-Boy sales 
department of Outboard Marine 
Corp., Waukegan, Ill. 

Patrick J. Phillips has been ap- 
pointed sales administration man- 
ager while Sanford C. Scott has 
been named sales coordinator. 


+ 


Reed & Prince Co. Names 
S and S Sales Co. 


S and S SALEs Co., manufactur- 
ers representatives with offices in 
Dallas, Texas and Oklahoma City, 
Okla., has been named sales repre- 
sentative in the states of Okla- 
homa, Arkansas, Louisiana, and 
Texas for Reed & Prince Manufac- 
turing Co. 

The Worcester, Mass., firm man- 
ufactures a variety of metal fast- 
eners. 
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one yous L008 CUtst0s4, 


SOCK... 
DIAMALLOY 






The DIAMALLOY 
GROOVE JOINT 


PLIERS & 
PLIER LINE starts 


3 WRENCHES 
rd 
witha... 


16-inch size 
as With: Jaws that Open 41/4, inches 


(Enough to Grip 2-inch Pipe Fittings) 





You will sell more tools if you make sure the line 
of adjustable wrenches and pliers you carry, 
bears the familiar Diamond and Diamalloy Trade 
Marks ... You will strengthen your tool business 
if you have a good stock and display the finest 


quality tools. Remember these trade marks... 


DIAMOND fat 





DIAMOND TOOL 47d /0/'8Sh06 (7, 


Or DULUTH, MINNESOTA * TORONTO ONTARIO 
ae 








Top Quality Nails 


in Modern 590 Ib Caddys 


Every size, type, and finish of Drxisteet Nails is 
available in the handy 50-pound Nail Caddy. It is 
strong, durable, and weatherproof; makes a con- 
venient and useful bin. It’s easier to handle, easier 
to use on the job. And best of all you can always 
count on the quality of DrxisteeL Nails—made in 
Dixie for Southern needs. 


orver (DEV Nats FoR EVERY 


Here are a few of the many 
BRIGHT—GALVANIZED 


Made Only by 


ATLANTIC STEEL COMPANY « AT 
P.O. Box 1714 TF 
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John Kicklighter offers a single 





reason for his profitable and 


spiralling volume 


Buil ders in this specialty line — 


"You've got to know it to sell it!" 


Hardware 


By Harry J. Miller 


CoN THE PROFIT margin comparable to that on con- 
ventional building supplies, builders hardware 
offers a potential as wide and deep as the dealer’s interest 
in it. But to sell it, you’ve got to know it! 

“And in the field of contract hardware for commercial 
construction, you can truly do business from an empty 
wagon!” 

So confides John Kicklighter of the Sarasota Hardware 
and Paint Co., Inc., Sarasota, Florida, a firm whose sales 
of such merchandise embraces supplying the needs of an 
individual homeowner, to contracts running to $12,000 
Tynlea! commercial contracts for which and $15,000 in equipment for schools, churches, motels, 
the Sarasota firm supplied the builders and industrial establishments. 
hardware are these: new high school, In this dealer’s opinion, there are innumerable new 

$12,000; bank, $4,000. paths to business opportunity in this specialty field which 
is offering dramatic new products ranging from economy 
levels to top quality, all of them bolstered by national 
advertising. 

Luxury locking, sparkling new units, add extra sales 
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Every wall, and the space at the rear 
of the lengthy store, carries a display 
to spell out a sales message. Walls 
are of varied wood and finishes to 


provide a finished-look background. 


appeal to the builder’s creations, 
and they come in a variety to fit 
every builder’s budget. Kicklighter 
finds that where the builders are 
concerned, good-looking locksets 
and cabinet hardware, ranging 
from downright economical to the 
luxurious, add a distinctive flair 
that lends to homes the extra 
beauty and quality that today’s 
critical home market demands— 
the difference that turns a casual 
inspection into a sale. 

“When it comes to residential 
merchandising, selling replace- 
ment locksets, hinges, cabinet 
hardware, across the counter re- 
quires minimum knowledge and 
minimum stock. 

“It also yields a 
profit! 

“On inexpensive hardware de- 
manded by builders of low-cost 
homes, such merchandise is quite 
apt to be sold on price alone. That 
sort of merchandising requires 
scant knowledge and can be a 


minimum 
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successful side line for a dealer. 
Naturally in such a competitive 
line profits are limited since prices 
are made by the competition. 

“But,” Kicklighter stated em- 
phatically, “when it comes to 
wooing the business of builders of 
luxury homes, the dealer must 
carry a good display of visible 
samples.” Which is why he ob- 
tained a building next door to his 
complete hardware store. Here 
store-length shelving lines the 
walls to present uncluttered ar- 
rangements. There are no tables 
or island displays to present traf- 
fic difficulties. A desk in a far 
corner of the store enables discus- 
sions and detailed examination of 
displays. 

He feels that residential work 
requires having a stock of build- 
ers hardware commensurate with 
the dealer’s volume of such busi- 
ness. “Most builders of low-cost 
homes delay final selection of such 
needs until they reach the finish- 


Behind the all-visual front is a 

massed array of builders hardware 

to make a traffic-stopping display 

seen from the street. The dealer 

feels the expense of the new single- 

purpose store is well justified by 
the extra sales it sparks. 


ing stage, and then they want it 
right away. On the other hand, 
builders of costly houses generally 
make their selections far enough 
in advance so as to pose no 
hardship for the dealer to have 
the merchandise ready when 
wanted. 

“However, in the contract hard- 
ware field, you couldn’t possibly 
stock all the items needed, say, 
for a multi-million dollar high 
school, and you don’t need to. 
And while percentagewise the 
profit in commercial merchandise 
is smaller, consider the far greater 
volume involved. 

“But somebody in the dealer’s 
organization needs to have a most 
intimate knowledge of contract 
hardware. It requires somebody 
who is alert to the problems of 
taking off from material specifica- 
tions. The person must be enthu- 
siastic about it and consider it a 
challenge as well as fascinating, 
or this field can be devastat- 
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Mass merchandising of re- 

lated items is arranged on 

the store-length shelving. 

Subdued lighting makes for 

easy see-ability and se- 
lection. 


"...the dealer must carry a good display 


of visible samples." 


ingly frustrating,” Kicklighter ex- 
plained. 

“If the dealer recognizes that 
contract hardware is not a depart- 
ment into which he can go half- 
way or half-heartedly, that it 
must be the fulltime responsibility 
of a dedicated member of his or- 
ganization, then he is sure to find 
it will raise his profits as well as 
his stature among architects and 
builders.” 

Kicklighter himself is a consult- 
ant accredited by the American 
Society of Architectural Hardware 
Consultants, for which five years 
of practical knowledge are re- 
quired prior to taking the qualify- 
ing examination. 

As a consultant, Kicklighter 
makes the point that “since com- 
mercial locksets and cabinet hard- 
ware particularly constitute a 
technical, specialized area, profits 
from it are in direct proportion to 
the dealer’s knowledge. 

“For example, ordering the 
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wrong materials—through incom- 
plete knowledge of function and 
installation problems—makes the 
contractor unhappy because the 
materials don’t suit the architect’s 
purpose. Re-ordering may delay 
the entire building project. And 
since the units may not be stand- 
ard stock, you’ve got your money 
buried in them forever.” 


Knowledge Needed 


Kicklighter says that the dealer 
needs to be conversant with such 
matters as types of contract hard- 
ware, proper application, selection 
and usage. Additionally, he needs 
a minimum of two outside men 
constantly beating the bushes. 
Then the moment a builder gets 
into hot water while installing an 
item in an unorthodox location, 
one of the firm’s staff can immedi- 
ately hotfoot it out to solve the 
problem. 

“Otherwise, the stock may sit on 
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your shelves,” Kicklighter stated. 

He counts it his responsibility 
to check thoroughly all plans, 
specifications and details. When 
awarded a contract, it is up to him 
to furnish hardware of the proper 
size, type, finish and construction 
for the intended function, giving 
due consideration to any special 
problems of installation the build- 
er may face. He also faces the 
task of making adaptations of 
manufacturers’ materials where 
such is indicated, and to substi- 
tute items of comparable quality 
and function, whether they be list- 
ed in the building schedule or not. 

As work proceeds, the Sarasota 
firm delivers all the finish hard- 
ware to the contractor to avoid 
delaying completion of the job. 
Each package is wrapped, labeled 
and numbered or otherwise iden- 
tified so as to pinpoint clearly its 
proper location. 

Which means that Kicklighter 

(Continued on page 70) 
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Watson-Edmundson Hardware Store 


Pulaski, Tennessee 


Expert knowledge 
on special consumer lines 


is key factor 


in boosting sales volume 


By Ross L. Holman 


sed | YOURSELF an authority 
on one or more important 
consumer lines and the customers 
will beat a path to your door.” 

That’s the philosophy of the 
Watson - Edmundson Hardware 
Store at Pulaski, Tennessee. It’s 
the one on which partners W. D. 
Watson and E, E, Edmundson built 
enough volume to double their 
sales force in the past few years 
of business on the Pulaski square. 
Both men came into the business 
with a background that gave them 
an expert knowledge of the two 
lines of merchandise that were to 
be their chief volume builders. 
And they are able to give service- 
able advice on both. 

Before buying into the hard- 
ware business on the square Part- 
ner Watson had worked a few 
years as an electrical contractor 
and had trained himself to the 


Watson and Edmundson, from their 
background of experience, are able to 
offer help with customer problems. In 
photos, Watson explains toaster ad- 
justment. He and Edmundson (right) 
help with lawn mower. Below, Edmund- 
son measures off plastic pipe for buyer. 





point where he could service prac- 
tically any electrical need in his 
trade area. As a result of this ex- 
perience the hardware _ store 
stocked everything the community 
needs in the way of wiring and 
electrical equipment. 

Partner Edmundson had spent 
most of his life on the farm. Con- 
sequently, the store included in its 
inventory every form of tools, 
fencing, paint and other items to 
meet the needs of the small farmer 
who is the chief customer of the 
firm. 

In the electrical line the store 
keeps a heavy stock of every kind 
of electrical wiring, wiring con- 
nections, sockets, switches and 
every piece of electrical equipment 
it takes to wire a home and to set 
its electrical service up in busi- 
ness. The store also sells such 
traffic appliances as toasters, per- 
colators, irons, radios, space heat- 
ers, etc., but not many of the ma- 
jors except hot water tanks. 

The electrical line has turned 
over at an increasing acceleration 
each year. That’s because Watson 
stands ready to follow up each 
sale with such technical advice 
and help as necessary to make 
the purchased item a satisfied con- 
sumer success. For example, one 
customer called in to say his pop- 
up toaster wasn’t working correct- 
ly. The guaranty period had run 
out on it. Watson told him to 
bring it in and he would show him 
how to adjust it. 

The owner of a farm water sys- 
tem Watson had sold called in and 
said his pump was not kicking on 
and off satisfactorily. He was told 
to disconnect the automatic switch, 
bring it in. He did so. Watson 
fixed it, but gave him a new one 
to install. Thus the pump owner 
saved a big service bill by learning 
what to do himself. 

Irons, percolators, power mow- 
ers, electric heaters and other 
gadgets or machines that get out 
of order are brought in and ad- 
justed. If only a minor servicing 
is needed, the owner is instructed 
about its care and future servicing. 
Watson doesn’t pretend to give 
regular shop service on any appli- 
ance or gadget. If it needs major 
attention, he directs the customer 
to a reputable service technician 
in town or in his rural community. 
But Watson’s follow-up concern 
about each purchase has created 
a tremendous amount of repeat 
trade. He has saved many a cus- 
tomer from being pressured into 
buying a new appliance by helping 

(Continued on page 72) 








"Hardware Life™ 
begins at 40! 


@ Growing in direct relationship 
to Memphis itself, Charles Church 
& Sons is now four times the size 
it was back in 1920. 


In 1920 when Woodrow Wil- 
son was president and women 
had just been accorded voting 
rights, Charles H. Church open- 
ed a small hardware store in the 
McLemore and South Third 
business area of Memphis, Ten- 
nessee. 

From the beginning Mr. 
Church and his wife endeavored 
to serve folks well. They soon 
made many friends, established 
an enviable reputation, and be- 
came a great asset to their com- 
munity. 

Their thorough knowledge of 
the hardware business enabled 
them to survive the tough de- 
pression years. They kept their 
business growing by adding the 
new lines that changing times 
demanded. 

The growth of the store has 
been in direct relationship to 
the population of Memphis. 
Memphis’ population was only 


162,351 in 1920. This year’s 
census should approach four 
times that figure. Today the 
Church store is four times the 
size it was in 1920, and displays 
many times more items than 
the original stock. 

The Church store pays special 
attention to the public’s garden- 
ing and painting needs with a 
complete department for each. 
Mr. and Mrs. Church and their 
two sons, Charles S. and Lloyd 
E., all are equipped to offer ex- 
pert advice on customers’ needs, 
whether paint, hardware or gar- 
dening. 

Orgill Brothers & Co., whole- 
sale organization headquartered 
in Memphis, has been supplying 
Charles H. Church & Sons with 
many of its regular supplies. 
One Orgill salesman, Earle 
Jayne, has been calling on the 
Church store for more than 25 
years. 
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BUCKELEW’S 


CHARGE ACCOUNT IDENTIFICATION CARD 


Signature 





VALID ONLY WHEN SIGNED IN INK 


GOOD UNTIL MAY 31, 1961: 





i gamed EVERYONE Carries a credit 
card of some sort and in the- 
ory it is possible for a person with 
established credit to journey back 
and forth across the continent 
without using one cent of cash. 
Nevertheless, the introduction of 





By Lynn F. Snoddy 


Credit cards 


credit cards into the retail hard- 
ware trade still is something of a 
novelty. 

It was through observing how 
well the credit card systems 
worked in other lines that John E. 
Hunsicker, vice - president and 
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enter the hardware trade 


general manager of Buckelew 
Hardware Co., Shreveport, Louisi- 
ana, was able to conceive the idea 
of applying it to his own compa- 
ny’s operation, 

“There were two main reasons 
behind our decision to try credit 


cards,” Hunsicker said. “One was 
the desire to get new customers 
and the other was to make it 
easier for the customers we al- 
ready had to buy from us. It’s pos- 
sible the latter reason was of more 
immediate urgency than the for- 
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mer one. 
“Buckelew Hardware was found- 
ed back in the last century when 
cash and carry was unheard of and 
people always ‘charged’ things. 
As a consequence a very large part 
(Continued on page 73) 


Buckelew Hardware was 
founded in the days when 
people always “charged” 
things. Today, it has ex- 
panded to include seven 
branches — two are shown 
here. To facilitate credit 
service in them, Buckelew 
issues a card. 





valuating Your Records... 


RECORD system that provides 
finger-tip information basic to 
profitable operation is championed 
by Glen J. Koepenick, co-owner of 
Abode Hardware in Rockville, 
Maryland. He wants a record sys- 
tem that will tell him the size of 
his average sale and will give him 
a customer count. 

“I believe that size of the aver- 
age sale and customer count are 
the true indices a hardware dealer 
needs. Volume in itself is decep- 
tive. The average sale tells you 
how the business is doing. If the 
customer count stays the same and 
average sale drops, then your 
prices are out of line somewhere,” 
Koepenick explained, adding that 
his store’s average sale is $3.00. 
“If the average sale is the same 
as that of a comparable period, 
and customer count drops, then 
your traffic is falling off, and 
again this should be a danger sig- 
nal to spur you into action.” 

Koepenick illustrated how vol- 
ume figures may be deceptive. If 
volume figures for °58 were 
$100,000 and for ’59 rose to 
$105,000, it may appear at first- 
hand that you had a gain of 5% 
though on closer study business 
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When your records speak, do 


they present a true picture of in- 


creased volume, customer count, 


and average size of sale? 


Glen J. Koepenick of 
Abode Hardware likes 
@ record system that 
will tell him at a glance 
exactly what the pic- 
ture is profit-wise. He 


knows that volume 


itself can be deceptive. 


actually may have dropped. The 
rise may indicate nothing more 
than climbing inflation and rising 
prices. 

The first approach to a break- 
down of figures is in the cash 
register setup, and here is what a 
cash register should tell you, in- 
dicated Koepenick. With a key for 
each, a dealer knows Cash, Charge 
Sales, Receiving on Account, Paid 
Out. Having five buttons for gross 
profit. they range through 10%, 
22%, 33432%, 35%, 40%, and Cost 
or Below Cost (dead items, slow 
movers, etc.) 


Monthly Gross Profit 


There is also a button for Sales 
Tax as well as Total by gross 
profit. 

“I want to know my over-all 
gross every month. Our account- 
ant prepares a monthly profit and 
loss statement from the figures we 
give him,” Koepenick added. “For 
example, I am not interested so 
much in what my garden supplies 
volume is. Volume is unimportant. 
What is important is the gross 
profit I made on garden supplies.” 

Knowing how much gross profit 


is anticipated for a month, Koe- 
penick computes ahead how much 
business he has to do for the next 
month in order to earn that gross 
profit. 

Koepenick has this to say about 
a controversial subject: 

“I do not believe in pre-season 
buying. The hardware store that 
goes in for pre-season buying gets 
all fouled up dating merchandise. 
How can a dealer know in January 
what is going to sell in May?” 
asked this dealer. “What if he does 
get a 5% discount for buying in 
large quantities. Five percent is 
nothing. If I buy in large quanti- 
ties I expect very good prices 
with a minimum of 10-15%.” 

Abode Hardware buys from 
month to month. Taking a con- 
scientious check of items weekly, 
or some items even daily, Koe- 
penick discusses with personnel 
every Tuesday morning what mer- 
chandise is needed for the next 30 
days. By staying only one month 
ahead, capital investment is kept 
down. 

“We observe every item weekly. 
As we look around, we note slow 
movers and relocate them more 
favorably from a traffic view- 
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Helpful instructions are offered by Douglas M. Comer, manager, Cuppett's Hardware, Arlington, Va., to customers planning 
home repairs. This service reportedly is responsible for 15 to 20 percent of sales, and serves to create steady customers. 


for the do-it-yourselfers, 


He Offers “Show-How’ 


ITH THE cost of labor and ma- 

terial steadily rising, the do- 
it-yourself trend among home- 
owners has become more pro- 
nounced, and the hardware dealer 
who can provide instruction in a 
variety of home repairs and im- 
provements stands to increase sales 
volume, create steady customers, 
and build future volume. 

This know-how and the time 
given in patient instruction of cus- 
tomers in how to do a job them- 
selves is credited with accounting 
for at least 15 or 20 percent oi his 
store’s sales volume by Douglas M. 
Comer, manager of Cuppett’s 
Hardware, Arlington, Va. 


Preliminary Step 


Money-saving repairs and re- 
placements around the home have 
become increasingly important to 
the home-owner, and it is the deal- 
er who can furnish practical point- 
ers that can best capitalize on this 
trend. 

The first step in a program of 
customer instruction is to learn 
what kind of job the customer is 
attempting. st 

“It is possible,” said Comer, “to 
tell from a customer’s inquiry and 
manner of handling an item wheth- 
er he is new at the kind of repair 
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By Beatrice Miller 


he wants to undertake or whether 
he is a skilled handyman or me- 
chanic. 

“Before making any suggestions, 
we learn what the job is, all per- 
tinent dimensions, and everything 
else that has to be known in order 
to sell him the right materials and 
provide the right instructions.” 

Comer, who spent years in the 
home construction field, believes 
all hardware dealers can acquaint 
themselves with the necessary 
knowhow through study of home 
maintenance manuals, manufactur- 
ers’ literature, and through home 
experience. 

If the dealer lacks the time for 
this study and home experimenta- 
tion, he should hire as sales assist- 
ants men with experience in home 
repairs and improvements. 

“When giving instruction to a 
customer,” Comer stated, “show 
him how to carry out his job, going 
through the motions with tools and 
a simulated setup so that he knows 
how to proceed. Assure him that he 
can do it, and tell him to feel free 
to call you if he gets stuck. For 
instance, I am even willing to go 
out after store hours and give a 
customer a few minutes of help to 


make sure the job will come out 
satisfactorily.” 

Comer illustrated the value of 
customer instruction with a few 
examples. A home-owner came in 
to inquire about guttering and ap- 
peared uncertain about joining 
guttering at the corners of the 
house. Although he had never put 
up guttering before, the customer 
learned how to cut out drops and 
how to solder and join fittings to- 
gether after Comer drew a dia- 
gram and explained in detail. As a 
result of this hour’s instruction, the 
customer bought guttering, solder- 
ing iron, and solder acids, which 
came to a $30 sale. 


Inquiry from Customer 


In another case, an inquiry came 
from a customer concerning what 
could be done to keep rain from 
blowing through a two-inch crack 
in his garage. After getting a full 
description of the situation—doors 
resting on timber and an adjacent 
concrete driveway, Comer suggest- 
ed ready-mix concrete, and, after 
explaining how to put it down, he 
showed the customer how to put 
bolts in while the concrete was 
still soft and to lay the board, bor- 
ing holes over the bolts. Using 

(Continued on page 47) 
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Bill Moore broad- 
casts the script of 
the day's radio offer- 
ings from his office 
at the store. 


By Ross L. Holman 


and for the customer 


VERY WEEK day after dinner five-room house with complete 

bell time the radio audience bath and modern kitchen. The an- 
around Franklin, Tennessee listens nouncer who offers this wide as- 
in on a daily sale program that sortment of articles and services is 
has become an institution in that Bill Moore who owns and manages 
area. The announcer offers to the the Standard Farm Store in 
listeners of WAGG everything Franklin. 
from a setting of turkey eggs to a (Continued on page 74) 


The radio program brings much ac- 
tivity. Users come in to check the 
posted list and to turn in new offerings. 
Mrs. Gladys Adair and Arnold Moore 
are shown at right behind counter. 
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Savage 30-L 


NOW...THE NEW SAVAGE 30 PUMP SHOTGUN 
IN A VERSION FOR LEFT-HANDED SHOOTERS! 


Ventilated rib is standard on this de luxe featherweight! 


Here it is—designed and made for every- 
one who shoots from the left shoulder...a 
mirror version of the ‘great new Savage 
30! No more ducking ejected empties. No 
more smoke expelled directly in your face. 
No more awkwardness in loading and 
handling. At the same popular price as the 
right-hand Savage 30 pump gun you 


received so warmly in 12 gauge last year! 
All Savage 30s are handsome guns-with 
ventilated rib, decorated receiver, flat 
damascened bolt, gold-plated trigger and 
safety. They’re featherweight and fast 
handling. They’re outstanding values... 
bound to step up your pump shotgun sales. 
Get the storyjfrom your Savage distributor. 








Ventilated rib (another 
custom feature) comes as 
standard equipment. 


Decorated receiver with 
damascened bolt (left- 
hand action shown). 


Adjustable Choke, right- 
or left-hand AC models, 
only $5 more. 


Savage 30s, right-hand, 12 or 20 gauge; left-hand,12 %90.75. Prices subject to change. Slightly higher in 
gauge only. Models 30 and 30-L, $85.75 retail; Canada. Savage Arms Corporation, Sporting Arms Di- 
Adjustable Choke models 30-AC and 30-ACL, vision, Chicopee Falls, Massachusetts. 


<6 Savage / Stevens / FOX 
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Store Rebuilds 


to meet customer-demand for 


Hardware Items 


To get away from its two-season year, 
this Arkansas store set up a sales pro- 
Screens and window materials are fast gram to serve better its heavy farmer 

moving. ©. J. Fuller assists lady. trade every day of the year. Results 
are increased trade from a wider area. 





By S. W. Ellis 


a farmers are heavy users 

of hardware store items, the 
owners of Fuller Feed & Supply, 
Little Rock, Arkansas, rebuilt their 
store and their sales program to 
include hardware and a unique de- 
livery service that covers a wide 
territory. 

“We were doing all right as a 
conventional feed and seed store,” 
said O. J. Fuller, co-partner with 
his brother, A. E. Fuller. “But 
every time a farmer came in for 
feed or seed, we felt that we were 
losing business by not having at- 
tractive hardware lines. Then we 
rebuilt the display floor to include 
hardware lines to pull in traffic in 
all seasons. Now we don’t have a 
two-season year, with feed to fill 
in. We have something to sell the 

i: ven o farmer every day, with an unusual 

gre . Ar ome 2) delivery setup that brings several 
Women coming into the greenhouse to select a plant are attracted to the good towns into our territory.” 

displays of garden tools and to the full line of pots, urns, and other planters. One of the special features of the 
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new building is the front, which 
has been converted into an in- 
expensive and eye-pulling green- 
house. This was accomplished with 
clear plastic material nailed to 
2” x 4” supports. The area behind 
this is used for display and storage 
of live plants, chemical fertilizers, 
and garden tools and supplies. 

On the outside of the miniature 
greenhouse is shown a variety of 
lawn and garden items—lawn 
mowers, wheelbarrows, and garden 
tools and hose. The extensive 
parking area between the store 
and the street, which is also a 
highway, accommodates all cus- 
tomers. 

Fuller says that the added park- 
ing area he provided is highly 
valued by customers. Purchasers 
of live plants buy more when they 
can park right by the store. They 
want to make personal selections, 
which is often a difficult matter 
when adequate parking space is 
not available. Now, during the 
first year of operation in the re- 
built store, he has found that his 
excellent parking facilities help 
sell hardware items, especially 
garden tools, plastic pipe, plumb- 
ing supplies, and such large house- 
wares as trash burners and gar- 
bage pails. Although his delivery 
service is unusual, some customers 
still prefer to shop in their own 
cars and pick up their purchases. 

The delivery fleet consists of a 
pickup truck and two panel-body 
trucks, manned by two salesmen- 
drivers. Richard Winkler and Joe 
Gilbert do some floor selling, but 
most of their time is spent on the 
trucks, which are routed in a 35- 
mile area that covers several 
towns. Although all of these towns 
have their own hardware dealers 
and feed stores, the thorough 
Fuller delivery service, backed by 
salesmanship and _ advertising, 
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makes a four-times-a-week de- 
livery schedule profitable. 

The owners have learned that 
profitable delivery is based on full 
loads. The trained men who man 
the trucks try to pick up orders 
to be delivered the next time the 
truck goes out, on its four-times- 
a-week schedule to every town 
served in the area. Fuller admits 
that the popular brand of feed he 
features is the biggest factor in his 
loaded trucks. Farmers who use 
feed need it regularly. They also 
need the hardware items that 
Fuller supplies, and nearly every 
feed order helps to sell something 
else. 

The trucks are kept in first class 
condition, so that they are really 
billboards-on-wheels. The large 
telephone numbers on every truck 
also get extra orders. Many times 
a week telephone orders come 
from these outlying towns. 


Advertising 


Radio and newspaper advertis- 
ing help to promote hardware 
along with feed and seed. News- 
paper advertising is used through- 
out the year, in a Little Rock 
newspaper that covers the smaller 
towns. Radio advertising is used 
seasonally. Fuller prefers to con- 
centrate on two weeks of spot an- 
nouncements as a pre-season stim- 
ulant. In the spring, when live 
plants are in great demand, several 
spot announcements are used 
daily, beamed to catch the farmer. 
These announcements urge people 
to look for the Fuller trucks on 
the highways. ‘They also empha- 
size the telephone number, and re- 
mind prospects that they can have 
their orders delivered by mail if 
truck delivery is not practical. The 
number of mail orders filled dur- 
ing the year is proof that people 


listen to Fuller radio announce- 
ments. However, most orders are 
delivered by truck. 

Fast delivery helps to sell a 
profitable volume of fencing. In 
the new store, fencing is featured 
in every wanted variety. Electric 
fence chargers also are promoted. 
Radio and newspaper advertising 
feature them at times, and the 
sales-deliverymen tell their cus- 
tomers about the utility and econ- 
omy of the electric fence charger. 

Although Fuller started business 
as a feed-and-seed dealer, his feed, 
seed, and allied lines are profitable 
for any hardware dealer. Hard- 
ware has become so profitable that 
Fuller continues to take on new 
lines. He says that hardware helps 
to sell feed and seed and vice- 
versa. 

On his display floor, the seed de- 
partment is in a separate alcove. 
This floor layout expedites wait- 
ing on seed customers during the 
rush season. Flanking the seed de- 
partment is the dog food and pet 
food display, animal remedies, and 
insecticides. These items, shown 
attractively, carry a long profit 
and sell fast. Advertising backs up 
good display. Many of these items 
are mentioned by name in the 
radio spot announcements and the 
newspaper advertising. The de- 
livery trucks also carry a few 
samples, for the salesmen-drivers 
have learned that they can pick up 
many an extra order with a little 
extra sales effort while on their 
routes. 

Fuller added his hardware lines 
with some caution end experiment. 
Garden tools and supplies were an 
automatic first choice. Then lawn 
mowers and garden hose soon 
proved their value. He now shows 
a wide selection of garden hose in 
several parts of the store. Paints 
also have prominent display. 
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In expanding their hard- 
ware lines, the owners of 
Fuller Feed & Supply con- 
verted the store front into 
an inexpensive and atten- 
tion - getting greenhouse. 
Note the clear plastic ma- 
terial nailed to the sup- 
ports. The area behind 
presents full displays of 
gorden supplies, plants, 
etc. The available delivery 
service—one of the trucks 
is shown here—serves as a 
special inducement in pull- 
ing customers. And, as evi- 
denced in the displays 
shown at top of the page, 

the store offers 


greatly diversified lines. 


He is planning to extend his 
housewares lines, demand having 
sparked his decision. The live 
plants in the colorful front green- 
house attract women all day long, 
who ask for a variety of house- 
wares. A natural adjunct to the 
plants is a full line of planting 
pots, urns, and boxes. These are 
shown in the greenhouse, near the 
garden tools. Here also are shown 
flower bed edgings in several dif- 
ferent varieties, which sell fast 
when well displayed. 

One of the reasons behind re- 
building and modernizing the old 
store was Fuller’s desire for more 
cash business. That wish has been 
realized. The new hardware lines, 
good parking, unusual delivery, 
and advertising attract the cash 
customers. 


¢ 


He Offers "Show-How”"™ 


(Continued from page 42) 


roofing cement between concrete 
and board, the home-owner was 
given step-by-step instruction in 
procedure. The sale came to only 
$3, but a steady customer was 
made as the customer reported 
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back to say the job was fully satis- 
factory and to ask help on other 
repairs. 

Still another example involved a 
home-owner who wanted a light 
finish for his dark floor. He was 
shown how to apply a special neu- 
tral varnish for a first coat with a 
varnish stain over that. With that 
$3.50 sale, which saved the custom- 
er a complete floor refinishing job, 
the store made another steady cus- 
tomer. 

When giving assistance to a cus- 
tomer, Comer advises, “Always try 
to picture what the customer is 
trying to accomplish. Sometimes a 
drawing or a diagram sets it more 
clearly in your mind. Never hesi- 
tate to include the most elementary 
steps in procedure. Do not take for 
granted the customer knows how; 
review it and show him how it is 
done. It is always surprising to me, 
for instance, to find that five out 
of six customers do not know how 
to put in a faucet washer.” 

With each faucet washer he sells 
this store manager offers informa- 
tion on how to install it. He takes 
a faucet, shows the customer how 
to take it apart, where to place the 
washer, and how to reassemble it. 
Frequently a $1.25 wrench is sold 
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with the 10-cent box of washers 
simply because the trouble was 
taken to demonstrate its use. 

Touching upon another point 
characteristic of customers, Com- 
er remarked, “If you can save the 
customer money, his appreciation 
will pay off in many future sales.” 
He cited the great number of cus- 
tomers that want to replace an en- 
tire faucet when the seat collects 
deposits and becomes worn. Ex- 
plaining the function of a reamer, 
Comer shows the customer the sav- 
ings realized by the purchase of an 
89-cent reamer. 

By explaining that it is best to 
replace an entire sash cord than 
just the defective part, Cuppett’s 
Hardware sells a good volume in 
window sash cord. Although full 
instructions for removing the win- 
dow frame and replacing sash cord 
can be given, it is not every home- 
owner that can undertake this 
more difficult job. In such cases 
experienced handymen are recom- 
mended. 

Broken window panes also ac- 
count for a good share of replace- 
ment volume when sales are ac- 
companied by installation advice. 
With the coming of cold weather, 
storm window repairs reinforce 
that volume. A 27” x 28” glass 
pane sells for $1.75, and further 
purchases of putty, knives, etc. 
bring the sale to over $3. 

Comer figured that his volume 
is divided about equally between 
contractor and home-owner, but he 
stated, “It is my belief that the 
hardware dealer will find more 
and more of his customers turning 
to do-it-yourself home repairs. And 
in the face of increased competi- 
tion from variety and drug chains, 
the dealer will be better able to 
hold his customers if he will take 
the time to offer instruction.” 
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Donk. lode The. dale.. 


CALL YOUR 
REPUBLIC 
DISTRIBUTOR 


No need to let temporary stock shortages cost you fastener 
sales. Not ever! Not when your Republic Distributor is as 
close as your telephone . . . ready to deliver right now, in 
whatever sizes and quantities you request. 

There are many reasons why you cam count on your 
Republic Distributor. Like you . . . he’s in business to stay. 
He understands your needs and your problems and works 
hard to help you meet them. 

As part of his service he stocks a full line of quality hard- 
ware supplies... employs an adequate staff... has a full-time 
delivery system geared to fill both emergency and normal 
requirements. 

Your Republic Distributor is listed in the Yellow Pages, 
under HARDWARE —WHOLESALE. Next time give him a 
call for fast, dependable service. 


mp 
REPUBLIC STEEL 
Quality Supplies. .. Quality Suppliers 


SOUTHERN FENCE PLASTIC PIPE 


——--—--—---—~--------5 


BLUE RIDGE STEEL ROOFING 


_ — 


BARBED WIRE 


ss 


BALER WIRE 


ee 


This STEELMARK of The American 
Steel Industry tells you a product is 
made of steel. Look for it when you 
buy. Place it on products you sell. 


REPUBLIC STEEL CORPORATION 
DEPT. SH-9754 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 
0 Bolts and Nuts 

O BLUE RIDGE Steel Roofing 

0 13% High Strength Barbed Wire 


O Baler Wire 
0 Plastic Pipe 
DC Southern Fence 


Name 


Title 





Company 





Address 





City. 








Get The Brush Off 


Want to get brushes off your counters and into your cus- 
tomer’s hands? It's a lot easier when you carry the ones 
that are known for quality and dependability . . . Oxco’s 
Red Breast Whisk being an excellent example. 


Construction the finest. Materials . genuine Ox 
palmetto fibre, the filling material that’s always uniform 
in quality and price. Value .. . a retail price that gives 


full value te consumers, full profit to retailers. 

The lady bought her whisk from the Oxco #12 Brush 
Merchandiser, a monotonously profitable occurrence in thou- 
sands of stores across the country. Our #25 Merchandiser, 
which very neatly holds twenty-five, instead of twelve brush 
styles, has an equally dependable sales record in larger 


50 For more information use Handy Return Card, Page 51 


stores. Both units have more impulse sales punch than a 
boxing kangaroo. 
Your Oxco Jobber should be along any day now, with 


detailed data on these merchandising units and other Oxco 
products. Don’t give him the brushoff. Give him an order. 


THE LINE THAT 


OX FIBRE BRUSH COMPANY, INC. 
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Nena Realiac 


BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 
Help yourself to free literature 


and more details on any prod- 
ucts or sales aids mentioned in 


this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales 
aids, just insert in the appropriate space provided on one of 
these postage-free cards the key numbers of the items in which 
you are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Hardware pays the postage! 


| Send information on these SALES AIDS and/or NEW PRODUCTS (fill in key numbers): 








nee. 


These cards 
can help 
you get 
valuable 

information 


Postage 
Will be Paid 


by 
Addressee 


[BUSINESS REPLY CARD] 


Southern Hardware 


606 PEACHTREE ST, NE 


Postage No Postage 
Will be Paid Stamp Necessary 
by If Mailed 


Addressee we 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 94.9, P. L. & R., ATLANTA, GA. 


Southern Hardware 


806 PEACHTREE ST, NE 
ATLANTA 8, GEORGIA 








CATALOGS & BULLETINS 


Available free to readers. Write in the numbers 
of items wanted on the return post card, page 51 


100 Moisture Absorbent. A tech- 
nical bulletin, Form H-I-D, descrip- 
tive of Hum-I-Dri moisture absorb- 
ent advises that Hum-I-Dri is suit- 
able for many industrial uses, partic- 
ularly in storage rooms and tool 
rooms. Recommended for applica- 
tions in industries where steam and 
moisture are continuously present. It 
also permits employment of base- 
ment space that is otherwise too 
damp for efficient operations. Speco, 
Inc., 7308 Associate Ave., Cleveland 
9, Ohio. 


102 Lawn and Weed Mowers. An 
8-page color catalog with descriptions 
and pictures of its line of 14 models 
of rotary lawn, weed, and riding 
mowers in sizes from 20” to 36” plus 
the care of 4-cycle gasoline engines 
is offered. Schissel Manufacturing 
Co., Cherokee, Iowa. 


103. Woodworkers’ Vises. Bulletin 
LL-8216 describes the company’s line 
of woodworkers’ vises. Contents in- 
clude specifications and illustrations 
of 18 individual vises. The Colum- 
bian Vise & Manufacturing Co., 
Cleveland 4, Ohio. 


104 Industrial Hardware and Wire 
Rope Fittings. Catalog #59 presents 
the Diamond Brand line of industrial 
hardware and wire rope fittings. The 
color catalog is indexed and contains 
specifications and illustrations of the 
items. Individual brochures on each 
of the items also available. Edward 
W. Daniel Co., 4049 St. Clair Ave., 
Cleveland 3, Ohio. 


106 Gun Equipment. The “Prod- 
ucts for Shooters” catalog aids in 
the merchandising of metallic sights, 
scopes, shotgun chokes, and reload- 
ing equipment. Contains quick-refer- 
ence chart on metallic sights com- 


binations; also tables showing steps 
followed in reloading operations. 
Lyman Gun Sight Corp., Middle- 
field, Conn. 


107 Plastic Pipe. Descriptive sales 
brochures on different types of plas- 
tic pipe are available for dealer’s 
sales people, as well as customer 
prospects. Southwestern Plastic Pipe 
Co., Box 117, Mineral Wells, Texas. 


108 Fly Lines. A pocket-size fold- 
er includes specification charts show- 
ing line diameters and length detail 
for all standard types of level and 
tapered fly lines. Primarily for enclo- 
sure in each of its individual fly line 
boxes, reasonable quantities avail- 
able for in-store use. Sunset Fishing 
Lines, Petaluma, Calif. 


110 Striking Tools. Catalog A- 
5960, 842” x 11”, punched to fit bind- 
er, pictures and describes the full 
line of Kelly axes and adzes, ham- 
mers and hatchets, and heavy goods. 
Information included on basic stock 
hammer program “5 Is All You 
Need.” True Temper Corp., 1623 Eu- 
clid Ave., Cleveland 15, Ohio. 


1ll Store Fixtures. Drawings and 
photos of gondolas, wall sections, and 
fixture accessories with specifications 
and prices appear in a colorful 17” x 
22” brochure printed both sides. M 
and D Store Fixtures, Inc., 6 North 
Michigan Ave., Chicago 3, Ill. 


112 Fiber Roof Coating. A folder 
entitled “The Easy and Low Cost 
Way to Repair and Renew Roofs” 
covers the uses of Gardner asphalt- 
asbestos roof coating. Gardner As- 
phalt Products, P. O. Box 5776, Tam- 
pa, Fla. 
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113 Sprayers and Dusters. Catalog 
No. 59, in color, presents the compa- 
ny’s line of sprayers and dusters for 
the home, farm, and industry. Com- 
plete descriptions, specifications, and 
illustrations are carried, as well as 
actual photographs of the items in 
use. Space is devoted also to the 
Chapin line of accessories. R. E. 
Chapin Manufacturing Works, Inc., 
Batavia, N. Y. 


114 Masonry Anchors. Two alu- 
minum masonry anchors, the Dia- 
mond Hammer Drive and the Fur-N- 
Strip, are described in the two-page, 
two-color bulletin #4058, which pro- 
vides six photographs and two cut- 
away line drawings. A detailed spec- 
ification chart is included in the bul- 
letin. Diamond Expansion Bolt Co., 
Inc., Garwood, N. J. 


117 Masonry Line. A _ two-color 
catalog that describes and illustrates 
a full line of masonry and hollow 
wall fasteners, pole line hardware 
and masonry drills is available. Spec- 
ifications, packaging information, and 
dealer prices for each item are in- 
cluded in the 40-page, pocket-size 
booklet. Diamond Expansion Bolt Co., 
Garwood, N. J. 


120 Store Fixtures. The Chal- 
lenger line of steel and wood store 
fixtures is illustrated in a 52-page 
catalog. Portions of the catalog are in 
full color and several pages depict 
these completely flexible fixtures 
fully merchandised in stores. When 
requested, M & D’s professional store 
planning service is available, in all 
areas, without charge. M. & D Store 
Fixtures, Inc., Chicago 3, II. 


121 Garden Chemicals. “How to 
Make More Profits on Garden Chem- 
icals” is the theme of a 16-page sales 
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brochure. It contains suggestions for 
increasing sales of spray materials 
and describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena, 
Calif. 


122 Decorative Hardware. Full 
color, 20-page No. 214 catalog illus- 
trates full line of matched pulls, 
knobs, hinges, and catches by Ame- 
rock. Cabinet hardware for use in 
every room in the house is shown 
and described. Amerock Corp., Rock- 
ford, Tl. 


122 Primer and Sealer. “Improve 
Every Painting Operation with X-I- 
M Flash Bond” is an instructive fold- 
er offered by the company. It lists 
surfaces on which the all-purpose 
primer and sealer is effective and 
methods of application to prevent 
peeling, blistering, flaking of paint. 
H. Forsberg Co., 5103 Lakeside Ave., 
Cleveland 14, Ohio. 


124 Outdoor Products. “Outdoor 
fun begins with Coleman” is the title 
of a 20-page illustrated 1960 product 
catalog. The catalog describes the 
full line of Coleman gasoline, kero- 
sene and LP-gas lanterns, folding 
camp stoves, picnic stoves, and utility 
heaters; portable food and beverage 
coolers; camp and picnic tables and 
stools; folding ovens and accessories. 
A four-page color section presents 
the manufacturer’s line of Snowlite 
picnic jugs. The Coleman Co., Inc., 
Wichita 1, Kan. 


125 Jet Pumps. A simplified cata- 
log of Rapidayton jet pumps is avail- 
able. It features three “key” series of 
completely packaged water systems. 
A selection chart makes it easy to 
recommend the proper pump for any 
well, 0 to 140 feet. The Tait Manu- 
facturing Co., 500 Webster St., Day- 
ton 1, Ohio. 


128 Project Book. Twenty-five 
do-it-yourself wood-working projects 
have been made up in loose-leaf 
manual form with a cover and are 
being offered to home workshop en- 
thusiasts. Each wood - working plan 
is blueprinted thoroughly on a self- 
contained sheet. Rogers Isinglass & 
Glue Co., Gloucester, Mass. 


130 Fusible Links. Folder F-184 
illustrates and describes the com- 
plete R-W line of fusible links for 
fire doors, windows, and many other 
purposes. Richards-Wilcox Manu- 
facturing Co., Aurora, Ill. 


131 Hardware Chain. An _ illus- 
trated folder describes the complete 
line of ACCO chains for a multitude 
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of domestic and industrial require- 
ments. The 16-page folder, DH- 
176-B, contains data on construc- 
tion features, applications, packaging, 
weights and other general informa- 
tion. American Chain Division, 
American Chain & Cable Co., Inc., 
York, Pa. 


133 Display Ideas. A Rubbermaid 
display booklet illustrates and de- 
scribes a variety of display methods 
for all size stores. Rubbermaid, Inc., 
Wooster, Ohio. 


134 Chains. A catalog page-price 
list features Blue Temper packaged 
chain and the No. B/T 1 Merchan- 
diser. Blue Temper individual pack- 
ages and the merchandiser are illus- 
trated on the 2-color sheet. Selling 
features are given and suggested re- 
sale and dealer costs figures sup- 
plied. The reverse side of the over- 
sized sheet illustrates Measure-Mark 
chain in all four grades. Again resale 
and cost figures are supplied with 
specifications and uses for each 
grade. Campbell Chain Co., York, Pa. 


135 Chains and Chain Assemblies. 
A 32-page illustrated catalog of all 
types of chains, welded and weldless 
chains, chain assemblies, chain spe- 
cialties and wagon and truck hard- 
ware is now available. Also, dealers 
may secure an 8-inch high decal for 
inside or outside display stating 
“We Sell Chain.” Nixdorff-Krein 
Manufacturing Co., 916 Howard St., 
St. Louis 6, Mo. 


136 Water Appliance Promotions. 
An 8-page catalog, No. 807, of adver- 
tising and sales promotion aids is 
offered wholesalers and retailers of 
water appliances. The catalog tells 
how and when to use these items 
most effectively. The Tait Manufac- 
turing Co., 500 Webster St., Dayton 
1, Ohio. 


137. Marine Line. A full-color cat- 
alog presents the complete line of 
Aqua-Float marine safety products. 
The catalog shows newest Aqua- 
Float packaging, Aqua-Float mer- 
chandising aids and display materi- 
als. A special order blank is availa- 


ble for obtaining these aids. Style- 
Crafters, Inc., Greenville, S. C. 


139 Sprayers and Dusters. This 
catalog covers the company’s com- 
plete line of hand, continuous, com- 
pressed air knap-sack, bucket, wheel- 
barrow and barrel sprayers. The 
catalog also covers hand and crank 
powder insecticide dusters. D. B. 
Smith & Co., 428 Main St., Utica, 
N. Y. 


140 Power Tools. The following 
catalogs describing and illustrating 
the company’s complete line of tools 
are available upon request: ET 157, 
Portable Electric Tools; CS 157, 
Chain Saws; AT 1457, Air Tools; and 
CI 1657, Contractor and Industrial 
Tools. Remington Arms Co., Inc., 
Bridgeport 2, Conn. 


141 Tools and Machines. More 
than 150 hand tools and electric ma- 
chines are described in a catalog now 
being offered as Number 23 in the 
Red Devil Library. Also described are 
the company’s lines of floor and 
paint conditioning machines. Photos 
of merchandising aids, and illustrat- 
ed hints on the use of many of ‘the 
tools are included. Red Devil Tools, 
Box 355, Union, N. J. 


142 Steel Sandpaper. An all-steel 
sandpaper, Dragon-Skin, is described 
and illustrated in a two-color catalog 
sheet now available. Photographs 
and line drawings explain how Drag- 
on-Skin sands, rasps and shapes 
woods, plastics and soft metals. Text 
material further describes Dragon- 
Skin’s ability and offers display 
ideas. Red Devil Tools, Box 355, Un- 
ion, N. J. 


143 Housewares. A catalog of 
housewares products illustrates and 
lists each item of merchandise by 
order number, sizes, standard ship- 
ping carton, weight per carton, and 
retail price per item. Cover and in- 
terior contents are all in full color, 
while shorter versions of the catalog 
which describe Rubbermaid mer- 
chandise are offered for consumer 
distribution. Rubermaid, Inc., Woos- 
ter, Ohio. 


144 Garden Supplies. A two-page 
color brochure illustrates Swan Gar- 
den Hose and Sprinkle-Soakers. Also 
offered is a color catalog page on the 
all-plastic Grass Stop. Swan Rubber 
Co., Bucyrus, Ohio. 


145 Tool and Plastic Lines. This 
catalog includes illustrations and de- 
tailed specifications on the com- 
pany’s tool and plastic lines. Catalog 

(Continued on page 58) 
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FEATURES SELL 22’s 


...the WINCHESTER Model 55 has 


more than any 


other SINGLE SHOT 


...count ’em! 





The best way to sell the Z, é 1. Cocking is automatic after the first shot. 
Winchester Model 55 is : The action can be kept open by depressing 
to let it sell itself. Put a *, ‘ loading platform and pulling cocking handle. 


new, accurate Model 55 sy 2. Easy, straight-line loading is done through 
into the hands of your the hinged platform in the top of the receiver. 
customers and point out 


these exclusive, worth- 
more features. 


3. Loading the Model 55 automatically puts 
the safety on. It must be manually released 
before each shot. 


4. When the Winchester Model 55 is fired, 
the empty cartridge case ejects through a port 
in the bottom of the fore end, and the Model 55 
automatically recocks itself for a fast second 
shot. 


There are your sales points. Use them for a big season. 


WINCHESTER 


TRADEMARK 


Send coupon for free catalog showing complete line of 
Winchester- Western products. 


STORE 





STREET. 





TOWN & STATE 





WINCHESTER-WESTERN DIVISION + OLIN MATHIESON CHEMICAL CORPORATION NEW HAVEN 4, CONNECTICUT 
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‘We've sold L:0-F Window Glass 
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ever since they started making it!” 


says Herbert Porter, owner, 


Porter Lumber Company, Morenci, Michigan 


““My dad sold it. I still sell it. My son sells it. 
That’s my son, Roger, there in the photo, 
trimming a pane for a customer. 

“Why have we stuck with L-O-F for so 
long? No reason to change. The quality is 
excellent, the service is good, and you can’t 
find an easier cutting window glass. That’s 
important. Less breakage means more profits,” 
says Mr. Porter. 

The Porter window glass department has 


a preferred position, right up front behind 


FREE BOOKLET 


the service counter. “People remember us 
and our handy glass department, whenever 
they need glass.” 


Fall “Fix-up Time” is almost here 


Check your stock now... and when you 
reorder, specify L-O-F. Window glass sales 
are steady enough all year ‘round to justify 
displaying it on your main floor. Booklet 


offered below tells you how. 


Has plans for building storage display racks in several 
sizes. Order booklet “For Greater Profits” from your L-O-F 
Glass Distributor (listed under “Glass” in the Yellow Pages) 
or write to L-O-F, 7270 Libbey ‘Owens ‘Ford Building, Toledo 


1, Ohio. Also order handsome sign to identify your glass 


department, same as at top of photo at left. Only 15¢. 


LIBBEY OWENS-+- FORD WINDOW GLASS 
The glass that cuts easier, snaps clean 
TOLEDO 1, OHIO 


For more information use Handy Return Card, Page 51 





is designaved the Mini-Cat No. 10. 
The Vichek Tool Co., Cleveland 4, 
Ohio. 


147 Fishing Tackle. In addition to 
the regular line of Pflueger Fish- 
ing Tackle, this catalog contains in- 
formation on items announced for 
1960: the No. 84 Saturn enclosed 
spinning reel, the Superex automatic 
fly reel, and a host of rods, lures, 
and miscellaneous fishing tackle. The 
Enterprise Manufacturing Co., 110 N. 
Union St., Akron 9, Ohio. 


148 Plastic Housewares. A full- 
color brochure illustrates how to dis- 
play, sell, and advertise plastic 
housewares to obtain greater turn- 
over per year and how to increase 
the average sale 2% times by selling 
matching sets. Gives valuable sales 
tips developed by hardware dealers 
throughout the country. The Plas- 
Tex Corp., 2525 Military Ave., Los 
Angeles 64, Calif. 


149 Sportsmen's Lights. Fisher- 
men’s lanterns, searchlights, flasher 
lanterns, headlights, and various car- 
bide cap and hand lamps are illus- 
trated and described in a small cata- 
log of sporting goods items which 
lists both retail selling prices and the 
retailer’s cost. Justrite Manufacturing 
Co., 2061 North Southport Ave., 
Chicago 14, Iil. 


150 Time Payment Plan. A folder 
is available describing the complete 
Foley Futuramic line of power 
mowers featuring the new 32” Quad 
Cut mower-trimmer and the free 
home trial plan. The plan allows the 
customer to try a Foley mower for 14 
days with the privilege of return with 
no obligation to the customer. A fold- 
er also is available to describe its 
Mow Now—Pay Later time payment 
plan. Foley Manufacturing Co., 3300 
5th St., N.E., Minneapolis 18, Minn. 


151 Pre-Measured Chain. A cata- 
log page, in color, describes a color- 
coded plastic measuring lengthmark 
to provide quick identification for 
Proof Coil, BBB Coil, and High Test 
Chain. The three types are marked 
every 10 feet by plastic color bands. 
Hodell Chain Co., Cleveland 3, Ohio. 


152 Storage and Display Equip- 
ment. Folder 320-A describes the 
time-and-space-saving advantages of- 
fered by Revolvo Steel Storage and 
Display Equipment to both owners 
and customers. A section on drawer 
inserts, display counters, nail bin 
counters and other equipment de- 
signed to utilize floor space most ef- 
fectively is included. The Frick- 
Gallagher Manufacturing Co., Well- 
ston, Ohio. 
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154 Bats and Golf Clubs. Nominal 
quantities of a full-color catalog 
which describes the company’s Louis- 
ville Slugger line of baseball, soft- 
ball, and Little League bats are 
offered to dealers. Also available is a 
two-page catalog showing the com- 
pany’s entire Grand Slam golf club 
line. Hillerich & Bradsby Co., Inc., 
434 Finzer St., Louisville 2, Ky. 


155 Hobby Tools. A catalog is 
available which illustrates and de- 
scribes the Grifhold line of precision 
built tools for hobbies, graphic arts, 
offices, and crafts. The Griffin Man- 
ufacturing Co., 1656 Ridge Rd. East, 
Webster, N. Y. 


158 Nails Data. A _ pocket-size 
handbook containing information and 
specifications for Stormguard nails is 
available. A two - page chart gives 
specific data on the sizes and quan- 
tity of nails to use for various types 
of roofing, siding and trim as recom- 
mended by leading trade associa- 
tions. W. H. Maze Co., 400 Church 
Blvd., Peru, Ill. 


159 Measuring Tapes. A catalog 
describing and illustrating the firm’s 
complete line of measuring tapes and 
related products, including Power- 
Tapes with controlled speed blade 
return, is available. Evans Rule Co., 
400-16 Trumbull St., Elizabeth, N. J. 


160 Edged Tools. Colorful catalog 
pages which present the company’s 
line of garden tools, axes, hammers, 
and hatchets are available. Illustra- 
tions show the tools in use. Mann 
Edge Tool Co., Lewistown, Pa. 


161 Industrial Doors. A 12-page 
Industrial Door Catalog No. A-410 
features technical data and illustra- 
tions on the R-W line. Specification 
and installation data, application 
photographs, and a section on the 
automatic electric door operators are 
included in the catalog. Industrial 
Door Division, Richards-Wilcox Man- 
ufacturing Co., 217 Third St., Aurora, 
Ill. 


162 Display Attachments. Catalog 


400B featuring Vizuclips, display at- 
tachments for perforated panels, is 
available. The catalog shows a com- 
plete selection of Vizuclips for dis- 
playing all types of merchandise on 
either “4” or %&” panels. L. A. 
Darling Co., Bronson, Mich. 


163 Garden Hose. Catalog sheets 
give full information on Biltrite 
and Boston vinyl and rubber Garden 
Hose, as well as Triple-Tube Flexible 
Sprinklers. The sheets are in full 
color and well illustrated. American 
Biltrite Rubber Co., P. O. Box 1071, 
Boston 3, Mass. 


164 Industrial Knives. A 52-page 
pocket-size Handbook illustrating a 
thousand industrial hand and ma- 
chine knives, craftsmen knives and 
fix-up and paint-up toois is offered. 
Hyde Manufacturing Co., Depart- 
ment “H,” Southbridge, Mass. 


166 Padlocks, Brass and Bronze 
Hardware. Available literature in- 
cludes: 6-page gate-fold catalog 
showing complete line; 4-page cata- 
log of carded and blister-packed pad- 
locks, and catalog pages on various 
products. The Slaymaker Lock Co., 
Lancaster, Pa. 


168 Drill Attachments. Two cata- 
logs are offered on the company’s 
hardware line. One is for inclusion 
in wholesalers’ catalogs. The other is 
an 8-page book that wholesalers can 
make available to all their dealer 
prospects. Items cataloged in both 
books are: Supreme Brand Chucks; 
six models of Supreme Screwdriver 
Attachments; the Supreme Versa- 
matic; and the Supreme Versamate. 
Supreme Products Corp., 2222 S. Cal- 
umet Ave., Chicago 16, Ill. 


245 Relief Valves and Wall Hy- 
drants. A 4-page bulletin, LL-5990, 
describing water system relief valves 
lists two models, Nos. 451 and 452, 
for pressure only protection in cold 
and hot water lines. For both tem- 
perature and pressure relief, it offers 
Nos. 453, 494, and 495. Bulletin LL- 
8841 describes the Mansfield line of 
frostproof wall hydrants. Mansfield 
Sanitary, Inc., Perrysville, Ohio. 


247 Packaged Fasteners. The re- 
vised Package Stock Guide to States- 
ville Inventory, SPG-3, outlines the 
packaged items, sizes, and finishes 
regularly carried as standard in 
Statesville’s 500,000 gross shelf stock 
of fasteners. Covers eight pages. 
Southern Screw Co., P. O. Box 1360, 
Statesville, N. C. 


248 Pulley Assortments. Two 
catalog pages are available on swivel 
(Continued on page 62) 
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\ 
PUMPS and WATER SYSTEMS 
: ARE MORE PROFITABLE 


\ eeeeeeeeeeoceeeeeeeeeeeeeeeseseeeeeeeeee 


\ 
1 A high quality prestige line of subs and jets 
| eee 


2 Superior features and performance make selling easy 


\ 


3 High quality insures customer satisfaction and 
\ a minimum of service 


4 Powerful sales promotion assistance tailor-made 


| to your market 


| 


\ 
Be Here, at last, is a high quality 


prestige line of water systems 
with the high profit potential that you’ve 
been looking for! Complete lines of both 
jets and subs. Solid, enduring quality that 
has disappeared from many pump lines. 
Outstanding performance. Exclusive fea- 


tures that you can really sell. Powerful 
sales assistance, tailored to your individ- 
ual needs, from both wholesaler and 
manufacturer. Commander offers you the 
surest way to get into the water systems 
business fast and profitably. Write or wire 
for the full story today. 


Take advantage of this long-range high profit potential 


= 


A complete line of 4” Commander submersibles 
in both 2-wire and 3-wire models. Also 6” Com- 
mander subs for the highly profitable industrial 


and commercial jobs. Cc 


eg 


Commander ‘‘Economy’”’ 
jets to dominate the.most 
competitive market situa- 
tion at a profit. Commander 
deluxe quality jets for max- 
imum volume and profit. 
Everything you need to 
make you the No. 1 pump 
headquarters in your area! 


—s 


Commander division / The Tait Manufacturing Company / Dayton 1, Ohio 
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You may have unintentionally overlooked the expiration of your subscription 
to SOUTHERN HARDWARE. 


However, there is still time for you to catch up with the clock and to keep SOUTH- 
ERN HARDWARE coming to you without a break. The modest subscription price is so 
small when compared with the wealth of ideas you get each month in SOUTHERN 
HARDWARE that you can well understand that it is impossible for us to offer you 
special deals of any kind. The only reason for the existence of SOUTHERN HARD- 
WARE is the service that it renders to readers concerned with hardware wholesaling 
and retailing in the South and Southwest. Each month, the editors pre-select for you 
special facts and figures relating to your business and designed to make your reading 
informative and enjoyable. 


So that we can continue to send you SOUTHERN HARDWARE, just return to us the 
order form with your remittance and we'll see to it that you don't miss a single issue 


from now on. Won't you do it today? 


CLIP AND MAIL Today! 


W. R. C. Smith Publishing Co. [_] New Subscription 
Dept. SH 

806 Peachtree St., N. E. [__] Renewal Subscription 
Atlanta 8, Georgia 

You may renew/enter my subscription to SOUTHERN HARDWARE for 3 years 


a ; , ee ie 


P. O. Box or 
Street and No. 


State 


____ Position 


Send bill for $2.00 [| 
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THE CARE AND FEEDING OF BOLT-PICKERS 


(or, how to make some money without hardly trying) 


Unhappily, we’ve created a country of frustrated bolt- 
pickers. They crave to plunge their hands into heap- 
ing piles of glittering bolts. But where are the bolts? 
Hidden away in cartons or back-room bins. 

Worse yet, if a fanatic bolt-picker is allowed to run 
loose, he’ll blitz the shelf stock all by himself. Great 
Caesar, what a mess! 

Why not relieve your customers’ tensions, allow 
them to express themselves in a non-destructive man- 
ner? And make some money while you're at it? 

Just jot down “Lamson Bolt Trays” in your want 
book. Then have your Lamson Distributor’s salesman 
set up the trays with bolts your customers buy most 
often. (These are plated bolts, so you'll get more profit- 
per-piece on top of better turnover.) 

Watch the bolt-pickers. They’ll dive right in like 
children around a cookie jar. 


APPROVED 
DISPLAY 


*) LAMSON & SESSIONS a> 





= 
5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO . 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 





~ 
~ ” 
“ae asso" 
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eye and fast eye pulley assortments 
which illustrate and describe the pul- 
leys in each display box. The red and 
white display box suggests the vari- 
ous usages for the pulleys, and shows 
the retail selling prices. North & 
Judd Manufacturing Co., New Brit- 
ain, Conn. 


249 Plumbing Rack. An illustrat- 
ed catalog and price list is offered on 
the Plumb Shop Merchandiser, a 
blue and red, all metal display rack 
that stocks and sells flexible copper 
tubes, valves, and fittings. Plumb 
Shop, 1341 Temple, Detroit 1, Mich. 


256 Tank Balls and Floats. An il- 
lustrated brochure lists and describes 
in detail tank balls and floats in 
sizes, shapes, weights, and materials 
for every service application and 
water condition. The Reichert Float 
& Manufacturing Co., 2250 Smead 
Ave., Toledo 6, Ohio. 


257 High Density Plastic Pipe. A 
4 page brochure describes the “Hi- 
Mol” high-density flexible polyethy- 
lene pipe. Carlon Products Corp., 
Aurora, Ohio. 


258 Rubber Bonded Abrasives. 
Rubber bonded abrasives for polish- 
ing and finishing are featured in a 
white and blue folder. Their special 
function and types of materials on 
which they are particularly useful, 
specifications, and prices are given. 
The Carborundum Co., Niagara Falls, 
N. Y. 


259 Handsaws. The proper use 
and care of handsaws as well as their 
design and construction, is discussed 
in the Handsaw Manual. The illus- 
trated pocket size manual also de- 
votes one section to information for 
the home or professional carpenter. 
Education Dept., Atkins Saw Divi- 
sion, Borg-Warner Corp., Indianap- 
olis 25, Ind. 


260 Plastic Sewer Pipe. The ad- 
vantages of Chem-Weld drainage 
pipe, its installation and handling are 
described in detail in an illustrated 
brochure. Southwestern Plastic Pipe 
Co., Box 117, Mineral Wells, Texas. 


261 Home and Agricultural Tools. 
Catalog No. S5960 includes informa- 
tion on the company’s line of garden, 
lawn, and farm tools; shears, grass, 
and weed tools; shovels, spades, and 
scoops; and repair handles. The 52- 
page catalog is 8%” x 11”, punched 
to fit binder. True Temper Corp., 
1623 Euclid Ave., Cleveland 15, Ohio. 


262 Water System Products. A 
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90-page general catalog, illustrated 
and in color, presents data on the 
company products and services under 
the following section headings: 
“Submerga” Pumps, Jet Pumps, 
Piston Pumps, Centrifugal Pumps, 
Sump Pumps, Hand and Windmill 
Pumps, Pump Accessories, Water 
Conditioners, Engineering Informa- 
tion, and Sales Aids. Red Jacket 
Manufacturing Co., 1051 S. Rolff St., 
Davenport, Iowa. 


263 Central Heating and Air Con- 
ditioning. An 8-page, full-color cata- 
log combines gas fired, forced-air 
furnaces and residential air condi- 
tioning into one brochure. Represent- 
ative models are shown, also de- 
tailed cutaway views. Along with 
complete specifications are illustra- 
tions of typical installations of the 
equipment. Chattanooga Royal Co., 
Chattanooga 6, Tenn. 


268 Water Well Accessory. The 
“Levertrol” self-cleaning foot valve, 
which features a cord activated lever 
to flush a clogged valve seat, is de- 
scribed and illustrated in a two-color 
catalog sheet. Ratterman Manufactur- 
ing Co., 3947 Land O’Lakes Dr., N. E., 
Atlanta 5, Ga. 


269 Caulking Guns. A 4-page, 2- 
color catalog covers the company’s 
complete line of caulking guns for 
professional and home use and its 
line of interchangeable nozzles. It is 
illustrated and provides complete de- 
tails on the capacities, dimensions, 
and construction of the various 
models. The Vital Products Manu- 
facturing Co., 7500 Quincy Ave., 
Cleveland 4, Ohio. 


270 Maple Kitchen Woodenware. 
A full-color, 4-page bulletin on Sen- 
senich Northern Hard Maple counter 
tops, chopping blocks, pastry boards 
and other kitchen-specialty wooden- 
ware is available. Colorfully illustrat- 
ed, the bulletin includes descriptive 
data, specifications, and suggested 
retail prices. Sensenich Corp., Dept. 
116, Lancaster, Pa. 


271 Fishing Reels. Latest engi- 
neering advances in Bronson reels 


are described and illustrated in the 
1960 full color catalog. Covers the 
complete line of spinning, spin cast- 
ing, bait casting, fly and salt water 
reels, plus four direct drive reels. 
Bronson Reel Co., Bronson, Mich. 


272 Paint Tool Merchandiser. A 
catalog insert page, JS-62, describes 
and illustrates a complete “one-stop” 
painters’ tool department featuring 
vacuum, pack carded tools. Red Devil 
Tools, Union, N. J. 


273 Blocks and Sheaves. Catalog I 
contains illustrations and complete 
specifications, including tonnage ca- 
pacities and recommended wire rope 
sizes, for Durolite Blocks and 
Sheaves. Sauerman Bros., Inc., Dept. 
SHA, 620 S. 28th Ave., Bellwood, Ill. 


274 Firearms. A catalog and bro- 
chures are available describing the 
company’s line of copies of antique 
weapons, such as the Frontier Six- 
shooter revolver and Frontier Der- 
ringer. Circulars on special sales of 
war surplus weapons are also avail- 
able. Hy Hunter Firearms Manufac- 
turing Co., 3031 West Burbank Blvd., 
Burbank, Calif. 


275 Company Growth. “This is 
Jacobsen” is the title of a full color, 
16-page brochure which describes 
the company’s growth in the power 
mower field. Available to dealers and 
prospective new dealers. Jacobsen 
Manufacturing Co., 747 Washington 
Ave., Racine, Wis. 


276 Plastic Casing. The advan- 
tages of Plastic Casing for water 
wells are discussed in an available 
folder. Illustrations show ease of in- 
stallation. Specifications and other 
pertinent data given. Southwestern 
Plastic Pipe Co., Mineral Wells, 
Texas. 


277 Rotary Tiller. Four-page cata- 
log describes and pictures all five 
Pow-R-Boy 66 tillers in the line from 
21% hp to 3% hp, with complete tech- 
nical descriptions. Hahn, Inc., Pow- 
R-Boy Division, Evansville, Ind. 


278 Electric Producis. An 80-page 
catalog illustrating over 1500 electri- 
cal wiring devices, lamps, and spe- 
cialty products is available. Also fea- 
tures new packaging and merchan- 
dise displays. Profusely illustrated 
with full information, catalog serves 
as a sales tool as well as a reference 
book. All products are grouped in 
categories, cross-indexed. Included 
are three time-saving indices, Under- 
writers and CSA listings, and Fed- 
eral Specifications mumbers. Eagle 

(Continued on page 64) 
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from trucks to trikes... 


Sheffield has 


Wherever wheels turn and people and cargoes 
travel, bolts are a necessary part of the picture. 
Remove all the bolts and civilization would 
fall apart. 


Granted the importance of bolts, the next con- 
sideration is quality. You can be sure of this 
with Sheffield bolts. They’re Sheffield-made 
and quality-controlled from furnace to finished 
product, in one of the world’s largest bolt plants. 


Whether your customer is a week-end “do-it- 
yourselfer” or a professional contractor, here 
is quality you can sell him with confidence. 
Whatever the bolt need may be, or however 
large the order, your Sheffield distributor will 
get you the right bolts fast. Get in touch with 


the right bolts 


him for all your customers’ standard and spe- 
cial bolt needs — even bolts made to individual 
specifications. 


HEFFIEL 
S = 0 





BOLT PRODUCTS 


SHEFFIELD DIVISION 


ARMCO STEEL CORPORATION 


OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
Products, inc. » The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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Electric Manufacturing Co., Inc., 23- 
10 Bridge Plaza South, Long Island 
City 1, N. Y. 


278 Fishing Tackle. The 1960 Fish- 
ing Tackle Trade Catalog contains 32 
pages and is written as a buying 
guide and sales help. Features True 
Temper, Ocean City and Montague 
tackle. Well illustrated. True Temper 
Corp., American Tackle Div., 1623 
Euclid Ave., Cleveland 15, Ohio. 


280 Ballcocks. A 4-page, 2-color 
bulletin illustrates the company’s 
complete line of ballcocks. Form LL- 


9939. Mansfield Sanitary, Inc., Per- 
rysville, Ohio. 


281 Locks. Complete cutaway dia- 
grams and technical specifications of 
all three series are provided in the 
1960 catalog. Illustrations are in full 
color. Challenger Lock Co., 2349 W. 
La Palma Ave., Anaheim, Calif. 


282 Canteens. Oasis Canteens are 
presented in a colorful catalog which 
gives illustrations, prices, and de- 
scriptive facts about the various 
models. M. E. Shaw & Sons, 2526 
Daly St., Los Angeles, Calif. 





Make Friends 
by Recommending 


Gol Medal SEINE TWINE 


Dealer after dealer has built up friendships, 
patronage and profits by doing it. For the Gold Medal 
Seine Twines are the favorites of fishermen 
everywhere. They are the greater value products 

of America’s largest and most experienced 
manufacturer of fish netting and seine twines. 


e GOLD MEDAL COTTON SEINE TWINE...for generations 


the most popular! 


e GOLD MEDAL CONTINUOUS FILAMENT NYLON SEINE 
TWINE...the finest Nylon twine! 


@ AND-NOW NYAK SEINE TWINE... gives the chief advan- 
tages of Nylon at a saving! 


ORDER FROM YOUR JOBBER 


THE LINEN THREAD CO., INC. 


BLUE MOUNTAIN, ALABAMA 
Makers of Quality Twine Since 1784 
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283 Private Water Systems. A 
dealer promotion piece, “Your Own 
Private Water System Serves You 
Best,” is available. The colorful, 
4-page folder discusses the selection 
of the proper well site, then lists the 
most important advantages of the 
private water system. It will fit into 
a #10 envelope. The Tait Manu- 
facturing Co., 500 Webster St., 
Dayton, Ohio. 


284 Fasteners. A complete refer- 
ence for threaded and headed fasten- 
ers is provided in a catalog now 
available. The list prices are up to 
date and reflect the most current 
changes. Atlas Screw & Specialty 
Co., Inc., 450 Broome St., New York, 
N. Y. 


285 Squarespray Sprinklers. A 
colorful 4-page brochure describes 
the line including the Squarespray 
sprinkler; Waterspike, 2-way sprin- 
kler-irrigator; Waterfeeders, fertiliz- 
er applicators; Plant-Chem, balanced 
plant food; and the Squarespray 
Lawn Care Kit. Proen Products Co., 
9th and Grayson, Berkeley 10, Calif. 


286 Angler's Catalog. A multi- 
colored catalog entitled “Techniques 
and Tackle to Catch Big Fish” is 
available in quantity for over-the- 
counter retail pass out. The angler 
catalog contains 32 pages showing 
the company’s complete line of fish- 
ing tackle and offers pointers on 
casting techniques, tackle assembly, 
etc. Shakespeare Co., Kalamazoo, 
Mich. 


287 Fishing Tackle. A 68 - page 
trade catalog No. 60 contains 58 new 
items in addition to the wide variety 
of fishing tackle regularly listed. New 
items include lures, larger picnic 
coolers, round minnow and ice buck- 
ets, display racks, and hooks. Weber 
Tackle Co., Stevens Point, Wis. 


288 Outdoor Clothing and Equip- 
ment. Detailed information and illus- 
trations are contained in a black and 
white catalog presenting the com- 
pany’s line of footwear, rain apparel, 
and other outdoor clothing, as well 
as pup tents, air mattresses, tarpau- 
lins, blankets, etc. Dixie Trading Co., 
158 Garnett St., S. W., Atlanta 3, Ga. 


289 Fishing Handbook. The full 
color Fishing Handbook is available 
in quantity. It contains 12 pages of 
fishing tips from experts for all fish- 
ermen and all types of fishing. One 
section has illustrated instructions on 
how to use spin casting and spinning 
equipment properly. Features com- 
pany’s most popular reels. Bronson 
Reel Co., Bronson, Mich. 

(Continued on page 66) 
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“a preview 
to profits”’ 


Join the more than 45,000 forward-looking buyers 
who will plan the coming year's business . . . 
preview next year's profits at the most complete 
and diversified trade show in America. 


At the Nationol Hardware Show more than 1,000 
leading manufacturers will display thousands 

of products completely new in concept or design. 
They will unveil new packages, new promotions 
and new plans for profit. 


Fili out and mail the coupon now for your free 
badge of admission, 


OCTOBER 
10-14 


at the Coliseum 
in New York City 


SOUTHERN HARDWARE for July, 1960 


the. 15th annual 


NATIONAL 
HARDWARE 
SHOW 


including the 


LAWN, GARDEN 
and OUTDOOR 
AYA (em AAR [e)\) 


Executive Offices: 331 Madison Avenus 


New York 17, N. ¥., MUrray. Hill 2-4802 


Sys please fill out coupon and mail 


Mtn SS eee 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


* 
! 

I 

NAME TITLE 
FIRM i 
I 

I 

I 

i 

I 

I 

I 








STREET 
CITY STATE 











Please check below the classification of your business. 
Wholesaler 
Importer-Exporter [_] Mfgrs: Agent [] Manufacturer [] Other 
[_} Please send us your hotel reservation blank. 


Minors under 18 yrs. of age will not be admitted under any circumstances. I 
Se ee ee ee ee oe ee ee ee eee es ee ee es ee ee oe ee ee 


[_] Retailer [_} Dept. & Chain Store Buyer 


i] 


TYPE OF BUSINESS 
0 
C) 
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290 Rust Remover. A catalog sheet 
describes Magic Rust Buster, a rust 
remover in stick form which may be 
used to remove rust and bugs from 
automobile surfaces. Magic Iron Ce- 
ment Co., Inc., Cleveland, Ohio. 


291 Racing Karts. The 16-page 
brochure answers questions most of- 
ten asked by dealers who are con- 
templating the sale of Racing Karts. 
Simplex Manufacturing Corp., 540 
North Carrollton Ave., New Orleans 


trated merchandised wall fixtures, 
gondolas, and a nail counter, are pre- 
sented in a new Add-On folder. 
Prices included. A feature of the fold- 
er is instructions to receive free 
store planning service. W. C. Heller 
Co., Montpelier, Ohio. 


293 Feastmaster Barbecues. A two- 
color brochure describing the com- 
pany’s complete line of Feastmaster 
barbecues with retail price and con- 
struction details, also a dealer’s price 
list, are available to dealers. Superior 
Fireplace Co., 601 North Point Rd., 


HELPFUL 


BOOKLETS 
FREE! 
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19, La. 
6, Le Baltimore 6, Md. 
294 Galvanized Ware. The com- 


plete line of hand-dipped and sheet galvanized ware for home, farm, 


industrial, and institutional use is 
described in a 12-page bulletin en- 
titled “Wheeling Metal Ware.” Wheel- 
ing Corrugating Co., Wheeling, W. Va. 


292 Store Fixtures. Fully illus- 





@ RECOGNIZED BRAND QUALITY 

295 Fishing Reels. Catalog No. 22 
e FULL LINE, POPULAR MODELS covering the Penn line of fishing 
s PRICED FOR PROFIT-TURNOVER reels is available. It is profusely 


illustrated with detailed informa- 


tion given concerning specifications, 
prices, capacities, etc. A number of 
pages are devoted to accessories and 
Wane 10 8. to lists of reel parts, how to order 
Tanks. parts, and to the care of the reel. 
PACKAGE SYSTEMS Other special pages contain service 
SHALLOW WELLS data, helpful tips for the fisherman, 
3, 12, 18 of 30 Gol. Sizes. and a chart and pictures of world’s 
low f ab 5 eee record catches. Penn Fishing Tackle 
ag Manufacturing Co., 3028 W. Hunting 
AND TOP VALUE IN Park Ave., Philadelphia 32, Pennsyl- 

vania. 


315 Canvas Products. Catalog 
#160 describes and illustrates the 
complete line of sporting and play 
tents, as well as canvas covers. De- 
tailed specifications are included on 
the company’s tarpaulin line which 
includes Fultex, Shuredry, and Ful- 
ton tarps. Fulton Cotton Mills, P. O. 
Box 1726, Atlanta 1, Ga. 


1/3 and 1/2 H.-P. 
3, 12, 18 or 30 Gal. sizes. 
1/2 THRU 2 HP. Plastic-lined Tanks. 
DEEP WELL 


Self ~ ine Highes 
-pr ming. ¢ 
convertible efficiency. 


REMOTE TANK 

DEEP & SHALLOW 

WATER SYSTEMS 
Single and multi-stage 
jet pumps. Water levels 
to 150 ft. Single or 
2-pipe jet assemblies. 
High capacity for all 
home and farm needs. 
1/3, 1/2, 3/4, 1 and Jet in well for 
1-1/2 H.P. motors. of deep wells with 
Shallowell cap. to 1250 2°’ of larger 
GPH. Deepwell cap. to casings. 
1220 GPH. 


42, 82 & 120 GAL. TANKS 


316 Boat Numbers and Letters. 
Descriptive sales literature is avail- 
able on the various types of displays 
and uses of Dyer E-Z Ply Boat 
Numbers and Letters. Dyer Specialty 
Co., Inc., Box 2513, Sante Fe Springs, 
Calif. 


_ NEWEST 
“HI-LO-JET” 
CONVERTIBLES 


Jet on pump for 
shallowell use. 

317 Lawn Sweepers. Catalog 
sheets illustrate and give complete 
specifications on the entire Parker 
lawn sweeper line, which includes 
manually operated, trailer drawn, 
and motorized models. Parker Sweep- 
GET THE FACTS er Co., Springfield, Ohio. 
FOR MORE PROFIT! 


318 Lawn Edger - Trimmer. A 
brochure graphically illustrates the 
important features of the new True 
Trimmer gasoline-powered combina- 
tion lawn edger and trimmer. True 
Trimmer Div. of Emsco Screen Pipe 
Co. of Texas, Inc., P. O. Box 14446, 
Houston 21, Texas. 


YES! An 


We want to know more about the Wayne Profit 
ka Franchise. We are interested in maximum discounts 
as a (check below): 

om; (C0 KEY DEALER (CD Distrisutor 


NAME 





319 Builders Hardware. Six new 
specialized catalogs are available: 
one catalog deals with miscellaneous 
CIty. hardware for hospitals, schools, office 
buildings, and other commercial and 


PUMPS - SOFTENERS - HEATERS 
ADDRESS 





Wayne Home Equipment Co., Inc 
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THERE IS NO OTHER LOCKING 
WRENCH LIKE CRESTOLOCK: 


CRESTOLOCK is a practical, dependable 
adjustable wrench that can be locked at 
any infinite opening size within its capacity. 
It's the famous Crestoloy Wrench PLUS a 
simple, positive, thumb-operated locking 


device. There’s no strain on the lock...no 


projections. Once locked, it stays locked 


until you change it. Available in 8, 10 and 
12 inch sizes, chrome plated with stainless 


steel locking device. 


NO OTHER 
WRENCHES LiKE 


CRESCENT 


CRESCENT and CRESTOLOY 
Wrenches are made by the origi- 


nators of the 22%° adjustable 





wrench. They have been widely 
copied but never equalled for 
design, balance, quality and all- 
around performance. The buyer 
who wants top value in tools 
insists on CRESCENT. 


Sold by Hardware Dealers and 
Industrial Distributors everywhere. 
Hign OW bhe fr és0a7 


| 
Symbol oS C1recllence 


Crescent is our trade-mark, registered in the United Stotes and obrood, for wrenches ond other tools. Sold by leading distributors and retailers everywhere ond made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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institutional construction. In another 
detailed bulletin, the comprehensive 
line of Yale locks and hardware 
developed specifically for narrow 
stiledoors is presented. A third cata- 
log describes screen and storm door 
hardware. The other three new cata- 
logs deal with three different series 
of Yale panic exit devices: series 5, 
10, and 30. Yale & Towne Manu- 
facturing Co., White Plains, N. Y. 


320 House & Boat Numbers, Let- 
ters, Signs, etc. Condensed catalog 
stows illustrations, prices, etc. of full 
line of Hy-Ko’s 15 best sellers, in- 
cluding accessories. Hy-Ko Products 
Co., 6814 Wade Park Ave., Cleveland 
13, Ohio. 


321 Pruning Guide. The company 
has available 50 free copies of the 
Wiss Pruning Guide to all dealers 
who carry the Wiss line. Extra copies 
available at $2 per 100. Space on 
front cover for dealer imprint. Six 
pages of authoritative information on 
all phases of pruning and planting. J. 
Wiss & Stns Co., Dept. D, 33 Littleton 
Ave., Newark 7, N. J. 


322 Tool Assortment. A _ special 
bulletin L-1472A, descriptive of the 
“Grab Bag” tool assortment, is an- 
nounced. Listed as Item No. 3559, the 
“bag” contains 102 popular-sized, 
best-selling tools, with suggested re- 
tail price of 49 cents per tool. Vichek 
Tool Co., 3001 East 87th St., Cleve- 
land 4, Ohio. 


323 Water Pumps and Sump 
Pumps. Complete ad mat literature, 
envelope stuffers, posters and cata- 
log pages are offered. Includes sump 
pumps, shallow jets, convertible jets 
and deepwell jets. Descriptive cata- 
logs available on request. Wayne 
Home Equipment Co., Inc., 801 Glas- 
gow Ave., Fort Wayne, Ind. 


324 Drapery Hardware. Catalog 
No. 108 consists of 48 pages in four 
colors and illustrates the company’s 
complete line of drapery hardware 
with full product description and 
other pertinent information. Stanley- 
Judd, Dept. P D, Wallingford, Conn. 


325 Air Pistols, Dart Games, and 
Accessories. The company’s product 
catalog for 1960 features the Marks- 
man 20 Shot BB Repeater that shoots 
pellets, BB’s, and darts. The catalog 
is in color and is fully illustrated, 
presents entire line of products. 
Marksman Products, 2101 So. Bar- 
rington, Los Angeles 25, Calif. 


326 Fishing Tackle. A_ special 
color insert featuring the “Big 3”— 
a new series of baits—is the special 
attraction of the company’s colorful 
64-page Deluxe Catalog which is now 
available. In addition to “what’s 
new,” the catalog contains fishing 
tips, special features, world records, 
and a section devoted to illustrating 
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America’s most popular sports fishes. 
James Heddon’s Sons, Dowagiac, 
Mich. 


327 Store Equipment. Each item 
from ticket holders to a complete 
merchandising unit is fully illus- 
trated and described in a catalog 
which contains much information 
on store merchandising equipment. 
Reeve Co., 9249 E. Bermudez St., 
Pico Rivera, Calif. 


328 Ornamental Iron. Brochure il- 
lustrates three distinctive lines of 
TFC Ornamental Metal Grillework— 
adjustable columns and railings, fit- 
tings and accessories. The lines are 
Budget, Pace - Setter, and Imperial 
and are styled to excite buying ac- 
tion at any price level. Tennessee 
Fabricating Co. 1490 Grimes St., 
Memphis 6, Tenn. 


329 Dardevle Lures. The 1960 cat- 
alog provides a source for selecting 
size, weight, color, and pattern of 
Dardevles. It includes a full color se- 
lector backed with a cross-reference 
information table. Full information 
by size group or individual lures is 
shown throughout the book with fur- 
ther cross referencing to the color 
selector. Also included is a section 
called Dardevle Talks, containing 
“how to” information, fishing tips, 
etc. Lou J. Eppinger Manufacturing 
Co., 1757 Puritan Ave., Detroit 3, 
Mich. 


330 Sprayers. A 24-page catalog, 
U-60, illustrates the complete line of 
sprayers, dusters, and allied products, 
including five pages devoted to the 
Stroll’n Spray Compressed Air Series. 
Dimensions, specifications, and ship- 
ving information are indicated for 
each product. Universal Metal Prod- 
ucts Co., Saranac, Mich. 


331 Fishing Lines, Rope. In addi- 
tion to complete sections on mono- 
filament, casting, surf-squidding, 
trolling and fly line brands, and ac- 
cessory products, the color catalog for 
1960 devotes two full pages to the 
new line of braided polyethylene 
ropes. Sunset Fishing Lines, Petalu- 
ma, Calif. 


342 Woodblend Putty Pencils. A 
4-page folder describing Magic Wood- 


blend Putty Pencils contains color 
samples of the 12 Woodblend shades. 
It explains how these can be rubbed 
over any type of wood to conceal 
nail holes and surface defects. Magic 
Iron Cement Co., 5403 Bower Ave., 
Cleveland 27, Ohio. 


343 Tool Displays. A 4-page, 2- 
color leaflet lists and illustrates 18 
displays, containing 152 tools. All 
tools meet basic NRHA Turnover 
Handbook requirements. Displays 
feature assortments of wrenches, 
hammers, screw drivers, pliers, etc. 
Bulletin L-1611A. Vichek Tool Co., 
3001 East 87th St., Cleveland 4, Ohio. 


344 Measuring Tapes. A 10-page, 
colorful catalog contains detailed in- 
formation and illustrations of the 
complete line of precision measuring 
tapes and specialty items. Modern 
merchandising aids available on all 
items. Atlantic Industrial Corp., 91 
W. Runyon St., Newark, N. J. 


345 Builders Hardware. Detailed 
illustrations and specifications cover 
the company’s latest designs in butt 
hinges, floor hinges, louver, lavatory, 
and screen door hinges. The 48-page 
catalog presents the company’s com- 
plete line of builders hardware and 
includes architectural, engineering, 
installation, and construction infor- 
mation. Several new lines of carded 
hardware for resale are featured. 
Milwaukee Stamping Co., 800 South 
72nd St., Milwaukee 14, Wis. 


352 Transparent Plastic Boxes. A 
bulletin descriptive of Trans-Box 
transparent plastic boxes has been 
issued. Boxes may be used for fish- 
ing lures, office supplies, bolts and 
nuts, etc. Featured is the PD-1 assort- 
ment which includes a display rack 
that holds 15 boxes of various sizes 
and styles, and has a 25 box back 
up stock. Vichek Tool Co., Cleveland 
4, Ohio. 


353 Vise Use and Care Charts. 
The charts present bench vise data on 
one side and woodworkers’ vise sug- 
gestions on the other. All details of 
vise use are covered, from installa- 
tion instructions to maintenance 
hints. Printed in two sizes: 84%” x 11” 
for notebooks, etc., or 16” x 22” post- 
ers for bulletin board or vocational 
classroom use. Identification: L- 
2098A. The Columbian Vise & Manu- 
facturing Co., 9023 Bessemer Ave., 
Cleveland 4, Ohio. 


354 State Fishing Guide. A lim- 
ited quantity of booklets are avail- 
able to dealers for use as counter 
literature, handout, or mail stuffer. 
Information is given as to “where, 
how, and when” to catch the various 
species, as well as facilities at the 

(Continued on page 70) 
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ARE YOU MAKING 
USE OF OUR 
READER SERVICE? 


The editorial and business staff of 
SOUTHERN HARDWARE is eager 
to serve you. One way in which we can 
help you is to make it easy for you to 
draw upon the wealth of technical and 
promotional material available to you 
from manufacturers. 


In the accompanying pages are the 
descriptions of scores of useful cat- 
alogs, helpful literature and sales aids. 


Check over the list of publications 
and informative bulletins available; 
note the numbers of the ones you need 
on the handy return card coupon along 


with your name, title, company and 
address plainly written. We will tell 
each manufacturer to send directly to 


you the information you want. 


Address your requests to: 


READER SERVICE 


SOUTHERN 
HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 
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SWEDISH 
W000 
CHISELS 

GIVE 

YOU 
PROFABILITY * 


Gensco Swedish wood chisels 

are the finest line you can 

sell. Home owner, hobbyist, 

carpenter or cabinet-maker all 

recognize them as the highest 

quality they can buy. 

Made of famous Swedish forged 

steel, hand ground, honed and 

polished. Unbreakable Tenite I! 

handles. The quality of Gensco chisels 
surpasses all others in their field. Sell 

Gensco, the line that sells fast, at a full profit. 
Other Products include: 

Bushman Bow Saws, a Full iine of Builders’ and 
Shelf Hardware, Stove Bolts and Wood Screws. 


©] 3 b- 1 ot ome ele) & 


Division of Genera! Stee! Warehouse 


1806 N. Kostner Avenue + Chicago 39, Illinois 


For more information use Handy Return Card, Page 51 





different locations. One page of the 
booklet is devoted to the company’s 
reels. True Temper, American Tackle 
Div., Cleveland 15, Ohio. 


355 Rods and Reels. Two book- 
lets available. “Quality Leadership 
in Every Price Range” answers ques- 
tions of “why” and “how” in expos- 
ing the new total quality that goes 
into every new Ocean City reel. A 
4-page booklet describes “the most 
you could want in a line of fishing 
tackle”: a rod and reel for every cus- 
tomer, quality that brings customers 
back for more, customer acceptance 
of a brand name, buying guidance, 
and more profits. True Temper 
Corp., American Tackle & Equipment 
Div., 1623 Euclid Ave., Cleveland 15, 
Ohio. 


356 Wheels. Several new items 
are featured in a colorful 4-page 
catalog sheet. Pictured and described 
are Gleason’s slow-speed wheels for 
replacement, repair and “do-it-your- 
self,” as well as new models of kits, 
accessories, and karting items. Also 
described are five narrow-hub 
wheels, Gleason “hub-stretcher” 
springs, and Gleason reducer bush- 
ings. Featured also are various mer- 
chandising helps which include plans 
for 17 Mobiliving yard and garden 
items, two wheel display stands, one 
a counter unit containing eight 


wheels, the other a metal floor stand 
containing 46 wheels. Gleason Corp., 
250 North 12th St., Milwaukee 3, Wis- 
consin. 
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Builders Hardware 
(Continued from page 35) 


sends a competent representative 
out to the job who checks each 
shipment with the contractor. That 
avoids any subsequent hassle as to 
proper application of the units ac- 
cording to the hardware schedule 
provided by the Sarasota dealer 
during his material take-off. 

To avoid misunderstanding with 
the architect, Kicklighter presents 
a complete schedule and hardware 
list for his approval] prior to col- 
lating and ordering the numerous 
components for a sizable job. Af- 
ter approval by the architect, any 
changes which result in extra cost 
to Kicklighter are properly ad- 
justed. 

Another precaution which Kick- 
lighter takes to avoid squabbles is 
that of supplying one blueprint 
template and one copy of his hard- 
ware schedule to each manufac- 
turer or supplier necessary for the 


proper fabrication, and reinforce- 
ment, where necessary, of their 
products. It then becomes their 
responsibility to fabricate the ma- 
terials in accordance with the 
templates furnished them. 

Again it is obvious that the 
dealer should be fully conversant 
with the myriad catalogs, designs, 
qualities, finishes, trim, etc. This 
knowledge is necessary in order to 
compile a bid, in justice to the ar- 
chitect who leans on his counsel, 
and to the carpenter who will 
wind up installing the locksets, 
cabinet hardware, door closers, 
and other accessories. This implies 
a good working knowledge of the 
various merchandise of a number 
of manufacturers and suppliers; 
their numbering and symbol sys- 
tem, and a knowledge of “equal 
to .. .” substitutions where there 
must be a deviation from the orig- 
inal specifications. 

In explaining his reason for giv- 
ing an entire store over to visual 
display of builders hardware, 
Kicklighter reiterates that “this is 
definitely not the sort of merchan- 
dise that can be sold successfully 
out of catalogs.” 

He emphasizes the need for 
knowing how to take off on a set 
of plans and the thorough study 
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“For faster sales, easier profits, sell the Lyman line! 


For more information use Handy Return Card, Page 51 
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of the job’s details in order to in- 
sure the proper hardware required 
for every phase of the job. 

“For example,” Kicklighter con- 
tinued, “say you’ve got to run 
down the specs in a flush 2’6 by 
68 door. This means referring 
back to the door schedule in the 
specs or on the plan; careful scru- 
tiny as to whether it needs hinges, 
a stop and a closer, and if the ma- 
terial of these be ferrous or nor- 
ferrous. Assuming a latch is re- 
quired, what finish is wanted, and 
what model of what make or its 
equivalent? And will it work in 
the location envisioned by the ar- 
chitect in his calculations?” 

Specifications may dictate a 
door hinge of ball bearing type 
with half of the screws for wood 
mounting, the other half for metal 
mount. Since a particular door 
may strike against metal, it may 
require silencers. 

When Kicklighter compiles a 
bid for a commercial job, he takes 
into consideration if the job is a 
public building. 

“In much public work, mini- 
mum standards of quality are the 
order,” he stated, “but the hardest 
service of contract hardware 
comes in junior high schools. The 
consultant to the architect must 


schedule the type of merchandise 
that will stand the ‘shellacking’ 
given it by adolescent youngsters. 

“For instance, we never recom- 
mend aluminum hardware metals 
for school buildings because these 
lack the requisite tensile strength 
characteristic of brass and bronze. 
If these tarnish, they can be 
chromeplated to match an alumi- 
num decor. 

“On the other hand, in office 
buildings the dealer is safe in fig- 
uring on aluminum, while stain- 
less steel is too costly for its life 
expectancy.” 


Then again, when figuring on a 
building or plush home for a pri- 
vate owner, Kicklighter finds it 
easier to upgrade the job and pins 
his sales pitch on quality mer- 
chandise. An example was a 
newspaper publisher who wasn’t 
shocked at Kicklighter’s figure of 
$4,000 to equip his building. Later, 
when he wanted the same lockset 
for his home that he had at his of- 
fice, he was aroused when Kick- 
lighter charged him $40 for one 
lock. “But it also jolted him into 
the realization we'd put quality 
units all through his office build- 
ing,” the dealer said. 


This successful Florida dealer 


makes a summation of the reasons 
for his mushrooming success with 
builders hardware. 

“Many times, a contractor or his 
job foreman is no more conversant 
with this merchandise than the ar- 
chitect is. It’s the dealer’s respon- 
sibility—and privilege—to sell the 
hardware that will do the job and 
fit the condition with the least 
trouble. 

“If your customer runs into an 
installation problem, go out to the 
job and review the schedule with 
the job or carpenter foreman. Ex- 
plain it thoroughly and always be 
within reach when he needs you. 

“Unless the dealer is genuinely 
interested in the line, he may find 
the handling of builders hardware 
in quantity unparalleled drudgery, 
and spec figures meaningless 
herioglyphics. 

“If he’s interested in expanding 
his profits, this market affords a 
wide potential.” 

In the case of Sarasota Hard- 
ware and Paint Co., Inc., it has be- 
come a mecca for architects and 
builders; it is respected for its 
knowledge of the specialty line, 
and of the line’s function and ap- 
plication. For that, the Florida 
dealer is noted, and the firm 
prospers. 





sales in sights and scopes! 


+ « « quality scopes priced for fast sales: 
All-American Scopes now in 242 * 3 * 4°68 10 power —all 
remarkable values for the price: needle sharp and bright, rugged, 
fog-proof, and precisely adjustable. Made to last, engineered to stay 
trouble-free. And there’s a set of sturdy, compact Tru-Lock® mounts 
for many popular rifles to make tie-in sales a breeze. 

Get set for the varmint trade: All-American 8- and 10-power scopes 
with adjustable objective-lens focus sell on first sight! 


. + the broadest line of metallic sights: 

the best receiver and front sights made — and the best-known of all. 
One or more combinations for just about every rifle-— and any kind 
of shooting! 

Sell these popular performers! Each one is alone in its class — backed 
by the Lyman quality tradition and the biggsst promotion ever. 

Cash in on the surplus rifle bonanza: Lyman i.s the front and rear 
sight for every surplus Springfield. Enfield, Mauser! 


All-American 4-power scope 


THE LYMAN GUN SIGHT CORP.. MIDDLEFIELD. CONN 
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Expert Knowledge 
(Continued from page 37) 


him keep his old one in running 
order and showing him how to ad- 
just its technical needs. 

For example, it is easy for a 
persistent salesman to sell a home- 
owner a new water heater when 
the old one still has many years of 
life. Many users in the Pulaski 
area know that Watson is glad to 
give them objective advice on 
whether it is time to trade the old 
one in. Maybe it needs only a new 
heating element, or a new tank in 
the old shell. If so, the user can 
save some good money by keeping 
it. If the tank or other appliance 
needs special servicing that Wat- 
son is not in a position to give it, 
Watson has at his beck and call 
the local electrician in the custom- 
er’s community who will do it at 
a reasonable price. 

Now, those independent service 
operators to whom Watson sends 
his customers are men on whom 
he can depend. They have to treat 
the Watson-Edmundson customers 
right on repairs because the store 
sends them too much business. 

Not only is this true, but Wat- 
son-Edmundson has been as help- 
ful to many of the local electric 
contractors as it has been to its 
cwn customers. The store is a 
supply center to many of the con- 
tractors for their wiring and elec- 
trical equipment which is sold to 
them, of course, at contractors’ 
price. Frequently one of these lo- 
cal wiring or service operators 
runs into a problem on which he 
needs help. Maybe he hasn’t yet 
acquired the essential experience 
to meet all the requirements of his 
business. For example, one new 
contractor was servicing the light- 
ing facilities of a large building in 
town. He brought some of its 
fluorescent globes and fixtures to 
Watson who helped him solve a 
problem that had him stumped. 
Watson took him inside his store 
after it had closed for the day and 
stayed with him until he had the 
equipment ready for re-installa- 
tion. The owner of the building 
using the fluorescent didn’t know, 
of course, but what the contractor 
did it all himself. 

Thus Watson, who supplies these 
service operators the electrical 
equipment that they use, has been 
a fine counsellor to the communi- 
ty’s struggling electricians as well 
as to his regular consumer trade. 

Watson-Edmundson also _ has 
been a decided help to the county’s 
do-it-yourself home fixers. This 
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is especially true as to the farm 
trade. The average farmer lives 
quite a distance from the nearest 
service shop. This makes the labor 
cost of getting a service man out 
on a job pretty stiff. Consequent- 
ly, many of them have learned to 
do much of their own electrical 
and plumbing work. 

For example, a farmer has his 
home electrically wired and 
equipped. He wants to extend the 
wiring to a barn or tenant house. 
He has learned enough about 
hooking up new wiring to do much 
of it himself. He comes to Watson 
to piece out the angles on which 
he gets stalled. He buys the ad- 
ditional wiring from Watson. Wat- 
son tells him the size wiring he 
needs, the kind of connection 
needed in each place, how to in- 
stall it to minimize fire hazards 
and how to forestall an increase or 
cancellation in his insurance cost. 
After the customer does the work 
Watson demands that it pass in- 
spection by the proper authorities. 
“That’s terrifically important for 
your own good,” he tells the cus- 
tomer, “otherwise you’ll never get 
any more help from me.” 

He demands the same legal in- 
spection from all the young con- 
tractors he furnishes and helps 
with their problems. 

One service on which Watson 


Oster Award Presented 


Joe Wood, president of Corpus Christi 
Hardware Co., Corpus Christi, Texas, 
recently was presented with a special 
Sales and Merchandising Award in 
recognition of his outstanding per- 
formance in merchandising the Oster 
Golden Circle of Gifts Promotion. W. 
S. Stakes, representing the John Oster 
Manufacturing Co. in this area, made 
the presentation. 
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has been very helpful is on farm 
water systems, a line that he sells 
quite extensively. He will go out 
and engineer the installation him- 
self, tell the farmer the size pump 
he needs, the size pipe, etc. Then, 
if he appears to be a fairly good 
do-it-yourself artist he lets him do 
most of the installing. The farmer 
opens up the necessary ditch for 
the pipeline. 

To make it easier for him he ad- 
vises him to use plastic pipe in the 
underground line. This kind of 
pipe is pliable, can be bent around 
the curvature of a trench, and— 
what’s more important to the 
farmer—it doesn’t have to be 
threaded and jointed every 20 feet 
or so. If the water has to be piped 
200 or 300 feet from a well or 
spring, a plastic pipe may be laid 
the entire distance in one un- 
broken line, or not over one or two 
joints at most. A metal pipeline 
that would have to be jointed ev- 
ery 20 feet would pose a problem 
that not many do-it-yourselfers 
could handle. 

Dozens of farmers who have al- 
ready installed farm water sys- 
tems come in to get advice about 
extending the pipeline to a barn, 
field or tenant house. Watson tells 
him the size pipe needed, how to 
connect the above-ground metal 
pipe to the underground plastic, 
how deep to put it in the ground 
to forestall freezing, the kind of 
watering tanks to use for live- 
stock, etc. He will cut metal pipe 
to right size and thread it. By 
helping the mechanical-minded 
farmer do much of his own instal- 
lation and repairing he saves him 
a whale of a lot of cost. 

“Of course, some farmers are 
not technically skilled at all,” 
Watson stated. “In that case we 
put each in touch with one of my 
independent service men who 
treats him right on cost. I have 
one or more of these service men 
in every community in the county. 
They not only help with new in- 
stallations, but when an emer- 
gency rises, or something breaks 
down, the nearby service man 
whom I contact gets busy. Each 
customer is a separate problem. I 
try to have whatever resources are 
necessary to meet his specific 
need.” 

Paint and paint supplies are 
probably the second largest vol- 
ume mover at Watson-Edmund- 
son’s. The two partners have qual- 
ified themselves to be as good au- 
thorities on these as on electrical 
and plumbing jobs. They attend 
the paint schools held in the area 
and keep up with every new de- 
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velopment in home refinishing. 

They tell many do-it-yourself 
remodelers the kind of woodwork 
coloring that will harmonize with 
walls and furniture, how to change 
a deep mahogany woodwork to a 
glossy white, whether to use a 
rubber base paint or some other 
kind, what kind of cleaner to use 
in preparing a floor, how to clean 
waxing off of woodwork, and 
other advice that will make the 
owner proud of his job when it is 
finished. 

If you should happen into the 
Watson-Edmundson store on most 
any week day you would find cus- 
tomers coming in and asking such 
questions as, “What size wire 
should I use on my electric weld- 
er?” “What kind of connection do 
I have to use to join a metal pipe 
to a plastic?” “My toaster pops up 
too soon. What should I do to it?” 
“Should I use a fluorescent light 
in my kitchenette? If so, could you 
send some one to install it?” 

Watson is prepared to help with 
practically all these problems and 
thus save each user a lot of repair 
cost. Naturally, this not only 
brings many customers to Watson- 
Edmundson the first time, but 
they become buyers of practically 
all home or farm needs the store 
can supply. They don’t forget the 
dealer who helps them in time of 
need. 
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Credit Cards Enter 
the Hardware Trade 
(Continued from page 39) 


of our business has always been 
with customers who had charge 
accounts. 

“In the past few years our busi- 
ness has expanded so that now, in 
addition to the main store, we op- 
erate seven branches, most of them 
in suburban shopping centers. 
Since it would be impossible to do 
otherwise, all the accounts are 
kept at the main store and posted 
daily from sales slips from the 
branches. While this centralized 
bookkeeping has its advantages, it 
also has its drawbacks. For in- 
stance, a customer who has traded 
with us for years might go into a 
branch where he was not known 


We wanted to make it as easy for 
a customer to buy at any of our 
stores as it would be for him to 
charge gasoline on say, a trip to 
a neighboring state. 

“We wanted, of course, to sim- 
plify bookkeeping as well as to 
eliminate loss of time caused by 
verifying calls and the consequent 
congestion of the phone system 
here at the main store. The only 
answer, as we saw it, was some 
form of credit card. Having pos- 
session of a credit card would be 
evidence of the customer’s credit 
standing. The sales person then 
could conclude the sale, write the 
charge slip from the card and be 
ready for the next customer. 

“Once the decision to establish 
a credit card system had been 
reached there was a great deal of 
work involved in getting it into 
operation. It was decided to mail 
cards to a selected list of persons 
with approved credit ratings. This 
called for extreme care in the 
preparation of the list. 

“As I said before,” Hunsicker 
stated emphatically, “we wanted 
to make it easier for customers to 
buy but we also wanted new cus- 
tomers. With that in mind we 
combed through lists of employees 


of the larger firms in Shreveport. 
Of course, there was a strong pos- 
sibility we already had some of 
these people on our books so a lot 
of work went into checking to 
make sure there was no duplica- 
tion. 

“And once we had arrived at a 
list that approximated what we 
wanted, there was the job of credit 
checking and there again we had 
to avoid the chance of duplication. 
To run a credit check on someone 
we had already checked was a 
waste of time. 

“Then, of course, we checked 
and double checked to make sure 
we hadn’t missed anyone who was 
or might become a good customer. 
It was a big job, no question about 
that, took over a month, Naturally, 
it threw a big load on the credit 
and accounting departments, but 
we feel it was worth it. 

“Finally we thought we had the 
list complete enough to start mail- 
ing the cards but there was one 
more thing. We wanted a master 
file for each card and that took a 
lot more work. We felt though 
that we wouldn’t be able to op- 
erate for long without that master 
file. It contains just about all we 
need to know about the owner of a 
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DON'T SHOOT! 
It’s a Decoy... 
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Stock and Sell 
The Complete 


of Victor Decoys 


XS 


Ne. D-10. Victor Majestic Standard. 
Life-size Tenite Plastic. Seven species. 





No. D-95. Victor Majestic Long-Life. 
Polyethylene Plastic. Three species. 


Wait ’til you and your customers see the new 
No. D-2 Victor 
been completely redesi 
silhouette and modern 
The Victor D-2 has always been 


mier duck decoy. It’s 

with a higher 
road-body realism. 
pular and 


this Pg it should really lead the sales 
parade. Made of molded fiber; pre-balanced 
and waterproof. Mallard has head and wings 
a with iridescent int. Six speci 

allard, Black Duck, Pintail, Red Head 
Canvasback, Blue Bill. 

Also No. D-3 Victor Magnum. Slightly 
larger than D-2. Nine species. 


Stock Early—Order from Your Wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagevla, Miss. © Niagara Falls, Ontarie 


and want to make a charge pur- 
chase. The only thing the branch 
could do would be to call the of- 
fice in the main store and verify 
the account. Such a situation © aeteae a a 
meant loss of time and could mean Bive Goose. ‘ 

a lost customer. See Oe OF ne Cute 

“We wanted to eliminate that. = 


No. D-5 Victor Canada Goose. Authen- 
tic molded fiber decoy. Upright and 





Pe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


icnpeneeeemenenananasasenenes 





SOUTHERN HARDWARE for July, 1960 For more information use Handy Return Card, Page 51 73 





card: his credit rating, and perti- 
nent information such as age, ad- 
dress, employment, family, etc. In 
addition it carries information rel- 
ative to lost cards, cancelled cards 
and change of address. In a sense 
the master file is the heart of the 
card system. 

“Once the cards had been mail- 
ed,” Hunsicker continued, “we ran 
display ads in the newspapers an- 
nouncing the introduction of the 
new system. The ads carried a 
facsimile of a credit card with an 
invitation to investigate them. We 
were still afraid we might have 
overlooked someone and we want- 
ed as many applications for cards 
as possible. Of course, we could 
not hand out a card to every per- 
son who asked for it but there 
were and still are very few whom 
we have to refuse.” 

Hunsicker was asked about the 
public’s reaction to the cards. 

“Tt’s been very gratifying,” he 
answered. “The way had been 
paved for us in the use of cards 
by a lot of other companies. I 
suppose by far the majority of 
people we mailed cards to were 
already using one or more cards 
for other purchases, so there was 
no trouble there. 

“The most immediate effect 
though was in our own organiza- 
tion. Our credit system has been 
streamlined, our bookkeeping sim- 
plified, and now our people can 
devote more time to sales work, 
are less involved with detail.” 

He was asked if there had been 
an appreciable increase in sales 
volume since the introduction of 
the cards. 

“Tt’s too soon to get a proper 
picture there,” he answered. 
“There was an increase but how 
much of it was seasonal and how 
much due to the cards we can’t tell 
yet. We do feel that the intro- 
duction of the cards was a sound 
idea and we expect to continue it 
into the foreseeable future.” 
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Evaluating Your Records 
(Continued from page 41) 


recorded. Supplies should be brok- 
en down into Office Supplies and 
Store Supplies, and not handled in 
one account. There should be a 
Collection account for any expense 
involved in making collections. If 
a customer such as a builder is al- 
lowed a discount under special 
circumstances (though a hardware 
dealer should avoid discounts to 
special groups), that discount 
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Corning $100,000 Club 


Charles Nash, left, president of Nash 
Hardware Co. of Dallas, receives a 
specially engraved Steuben Glass tro- 
phy honoring his firm's membership into 
the 1959 Corning $100,000 Club. Frank 
Myers, Corning Giass Works’ Dallas 
representative, makes the award. 
Heusewares distributors selling more 
than $100,000 in Pyrex and Corning 
Ware are recognized each year by 
Corning. 
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should be recorded in a Discount 
account. An Employees’ Welfare 
account, Club Dues (sales person- 
nel here are members of local 
civic organizations) and Conven- 
tion account are essential to a 
truer picture, if a dealer is to 
really know whether he is losing 
money and why. 

Koepenick feels that even ex- 
pense records used as models and 
presented by the trade association 
are not broken down minutely 
enough. 

“If you keep detailed records, 
you know how many customers 
were in your store today as com- 
pared with the same day a year 
ago. You can study changing 
trends, and account for the hills 
and valleys that every store ex- 
periences.” 

Abode Hardware derives one 
turnover more than the national 
average and achieves a_ gross 
profit of 31%. 

“Despite the opening of four 
competing hardware stores within 
the past few years, we have not 
dropped volume the usual 25% 
when such occurrence takes place. 
Quite the reverse, we have held 
our own and even advanced vol- 
ume. Of course, no store is taking 
the same markups it used to but 
we're still getting a 31% gross 
profit.” 

Koepenick had one more word 


of praise for the cash register. 

“Ringing up a sale for all to see 
makes a sale public. You’ve seen 
salesmen total items on an adding 
machine that no one could check 
for error. Making a sale open and 
public by cash register protects 
customer, dealer, and salesman,” 
he commented. 


. 


Selling to and for 
the Customer 
(Continued from page 43) 


Moore broadcasts these daily 
offerings in his own voice from his 
office at the store, if he is around 
at the time. If he is elsewhere the 
broadcasting is done from the same 
office by Mrs. Gladys Adair, his 
bookkeeper. 

This Standard Farm program 
has been beamed to the listening 
power of Franklin and Williamson 
County for a year and a half. 
Every person within listening 
range who has anything to sell can 
list it for broadcast with Bill 
Moore without any charge what- 
ever. If a person wishes to buy 
anything from a Jersey cow to an 
old-fashioned churn, Moore will 
tell all the eager sellers of such 
items within the sound of his radio 
voice about it. If a lady wants the 
services of a man to mow her yard, 
or wishes to announce a PTA 
meeting or barbecue, Moore's 
office will accommodate, no ques- 
tions asked. 

(When he explained this radio 
set-up to the writer he forgot to 
ask if anyone had advertised for 
a wife or husband but it is entirely 
possible. ) 

This daily 15-minute program 
probably has done more to fasten 
the name of Standard Farm Store 
on the consciousness of Williamson 
County farm people than any of 
its promotional activities. Moore 
says he can come nearer measur- 
ing the results of this broadcast 
than that of any other practice. 
For one thing, his office is flooded 
with phone calls immediately after 
each broadcast by listeners seek- 
ing further information about some 
of the items offered or asking a 
repeat of some information they 
failed to get clearly in the radio 
time. The store is glad to answer 
these calls, partly because it is a 
good measure of how well the pro- 
gram has been heard. 

Then again, the popularity of 
the program is shown by the fact 
that Standard Farm Store has be- 
come quite a clearing house for 
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people within a 50-mile radius who 
want to buy or sell something. 
“For example,” said Arnold Moore, 
a brother and co-worker of Bill’s, 
“when the gas line was being built 
in this area we were swamped 
with inquiries from the workers 
for rooms or apartments they 
might rent. We usually offer some 
rentals in each day’s broadcast. 
Nearby service stations also send 
their inquiries for rentals to us. 
You would be surprised how many 
prospective customers it brings to 
our store the first time. Many of 
them linger and buy. Some be- 
come regular patrons.” 

One thing that brings many of 
the seekers to Standard is the fact 
that the Moores post on the front 
entrance each day a typed listing 
of all the things offered on the 
program that day. Whether he 
heard the radio offerings of the 
day or not, any person who knows 
about it can come to the store and 
check the posted list for any item 
in which he is interested. 

And many do. When they get 
there the attractive display of 
farm needs, tools, kitchenware, 
gifts, furniture, appliances, etc., 
offer a tantalizing appeal to linger 
and look around. 

Among the offerings or requests 
on a typical day’s list: “Lady 
wants to buy used electric churn;” 
“For Sale, Refrigerator and 
Range;” “For Rent, upstairs apart- 
ment;” “Lady wants big bird 
cage;” “For Sale, turkey eggs, 9 
for $1.00;” “Man wants job of yard 
work and washing windows;” 
“Girl wants job baby sitting;” and 
many more, including some “lost 
and found” items. 

People giving in these ads usual- 
ly phone them in to Mrs. Adair, or 
come in and give them to her 
verbally. She types off the list in a 
well-spaced type on easily-read 
sheets of paper. When the 1:15 
p.m. time for the broadcast rolls 
around Bill Moore or Mrs. Adair 
picks up the phone receiver and 
reads the script off over the phone 
through the radio station to the 
buying power of Williamson 
County. 

Ordinarily, each offering or re- 
quest is beamed over the program 
three days or so in succession and 
then dropped unless a repeat is 
requested. The store can keep a 
good check on the actual sales the 
broadcast makes by cancellations, 
or by the offerings that are not 
repeated. 

“Practically every farmer or 
farm woman has’ some article 
which is no longer usable to them, 
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but which can be used by some 
other person listening in,” Arnold 
stated. “Some single articles are 
not worth enough to pay the cost 
of a newspaper ad. Hence, this 
service is a great help to most of 
the people who use it.” 

Standard, itself, gets to sell some 
of its own merchandise through 
these programs. On “offers to buy” 
many users of the service wish to 
buy used appliances, such as re- 
frigerators, stoves, washers, etc. If 
Standard has a trade-in of the 
description available, it asks the 
seeker to take a look at it along 
with those offered by listeners. 

“One woman user of the service 
offered to buy a used stroller,” 
Arnold said. “We happened to have 
the very thing she needed and told 
her about it.” 

Standard takes any kind of 
offering from individuals, but not 
from commercial concerns. For 
example, the offer of a house and 
lot will be accepted from a private 
homeowner but not from a real 
estate dealer. A used car offering 
is accepted from the user himself 
but not from a car dealer. Arnold 
says the program has been so suc- 
cessful the store has been solicited 
by restaurants to accept ads for 
special meals, but it has to draw 
the line at personal offerings only. 

There are usually enough per- 
sonal ads on the typed list each 
day to use up about 10 minutes of 
the 15-minute broadcast. That in- 
cludes the reading of each address 
or phone number twice so the 
listeners will be most likely to get 
it. The last five minutes of the 
program is usually devoted to 
special offerings of items by 
Standard Farm Store. Since the 
program has developed a big 
listening audience these five min- 
utes provide an opportunity for 
some of the most effective adver- 
tising the store does. 


Standard also usually runs a 
quarter-page of display advertis- 
ing in the local weekly. It fre- 
quently steps up the reader inter- 
est in these newspaper ads by 
drawing attention to them in the 
radio program. Especially if the 
paper ad carries some _ special 
offerings that the store doesn’t 
want the reader to overlook. 

Standard sells a wide variety of 
things the farmer and farm home 
needs. Moore feels like this type of 
program is effective, because it 
offers farm people a service as well 
as soliciting their trade. It gives 
them a chance to sell as well as 
an opportunity to buy. Both city 
and farm people can use the serv- 





3% 


“SALES BUILDERS 
from NATIONAL eee 


NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty vinyl! strip is easily in- 
serted after threshold has been fastened 
down. No exposed screws, no hook strips. 
Comes in 3 widths (1%", 32", 4°)— 
any length. 


NN 
TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heovy gauge rolled aluminum mouiding 
has vinyl insert which weatherstrips doors 
or windows ond assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7’ lengths with screws—in- 
stallation holes punched. 


“CASE-TITE” SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply —no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6’ lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Po. 


2222 South Blvd., Charlotte 3, N. C. 


For more information use Handy Return Card, Page 51 75 





THE NEW 


Cowboy (pronc®) 
0 ) 
patter" 


Features: 
e LIGHTER WEIGHT 


e LOWER HEEL AND TOE 
for surer footing 


@e NARROW CREASE 
assures firm clinch 
(of utmost importance!) 


@ Precision-made from the 
best quality CARBON 
STEEL for longer wearing 


Plain 
Heeled 
10 Pair 


For more information use Handy Return Card, Page 51 


ice, but the store’s trade is directed 
mostly to farm people. It is strictly 
a free goodwill service without any 
costs or strings attached and one 
that is appreciated by the trade 
area. 


° 


CONVENTION DATES 
} 


National Events 


National Housewares Exhibit, July 11- 
15, Atlantic City Convention Hall. 
Sponsored by the National House- 
wares Manufacturers’ Assn., 1130 
Merchandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 10-14, Sheraton Hotel, 
Philadelphia. Sponsored by the Na- 
tional Retail Hardware Assn., 964 N. 
Pennsylvania St., Indianapolis 4, Ind. 


National Hardware Show, October 10- 
14, Coliseum, New York City. Frank 
M. Yeager, managing director, 331 
Madison Ave., New York 17, N. Y. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 16-19, Atlantic City, N. J. Head- 
quarters, Dennis and Shelburne Ho- 
tels. Thomas A. Fernley, Jr.. NWHA 
managing director, 1900 Arch St., 
Philadelphia 3, Pa. Arthur L. Faubel, 
AHMA secretary, 342 Madison Ave., 
New York 17, N. Y. 


Regional Events 


Sharp-Horsey Hardware Co., Atlanta, 
Ga., Annual Trade Show at Atlanta’s 
Biltmore Hotel July 31 - August 3. 


Beck & Gregg Hardware Co., Atlanta, 
Ga., Annual Merchandise Show at 
Atlanta’s Biltmore Hotel. September 
4-7. 


Materials Handling Clinic, September 
13-14, Ellis Auditorium, Memphis, 
Tenn. Sponsored by The Young 
Rebels of the Southern Wholesale 
Hardware Association, 806 Peachtree 
St., N. E., Atlanta, Ga. 


Oklahoma Hardware Co., Oklahoma 
City, Okla., Annual Fall Market, 
August 21-22 in Oklahoma City. 








REUABLE 


JUSTRITE 


CARBIDE 
LAMPS 


FAVORITES 
THROUGHOUT 
THE SOUTH / 


POPULAR PRICED, 
BIG VOLUME SELLERS 
THAT RING UP SALES! 


hours. 


ask your local 
distributor or write 
for catalog 


Famous for generations for reli- 
ability, these carbide lamps give 
bright, white outdoor light at 
low cost. Safe, easy to operate. 
The new cap models burn 4 
Hand models burn 8 
hours, have automatic water 
feed. Both styles have highly- 
polished reflectors, 4-inch or 7- 
inch size. 


JUSTRITE 


ELECTRIC HEADLAMPS 


Active men like this easy to use, rugged, all- 
weather lamp that leaves hands free. Has power- 
ful focusing beam, wide 

adjustable head strap, 

4-foot cord, switch on 

headpiece. Used with 

regular 6-volt battery. 

No. 1904-2 Headlamp with Bulb 

Suggested Retail $2.95 


No. 2-840 Cap Lamp 
4-inch Reflector 
Suggested Retail $3.70 


JUSTRITE MFG. CO. cnicoos 12. 
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DEALER SALES AIDS 


Rotating Hand Tool Rack 


The Rotating Hand Tool Rack in- 
troduced by O. Ames Co., Parkers- 
burg, W. Va., doubles as a convinc- 
ing display and easy-to-use merchan- 
diser. The compact, lightweight unit 
holds as many as 42 tools. 


“ay 
pat 


The rack is silver and blue and is 
of all metal construction. It is easy 
to assemble and occupies an area only 
16%” in diameter and is 23” high. 
For more information— 

Write in No. Al on card, Pg. 51 


Display Carton 


A counter-top merchandiser for 
all-purpose Tape Dope is announced 
by The Hercules Chemical Co., 416 
Broadway, New York 13, N. Y. The 
carton contains one dozen pocket 
sized cans of Hercules All-Purpose 
Tape Dope for either 300 inch or 
600 inch rolls. The self-merchandiser 
can be converted in seconds into a 
display unit requiring less than a 
square foot of counter space. The 


display illustrates the easy applica- 
tion of Tape Dope for any pipe 
threading job. For more informa- 
tion— 

Write in No. A2 on card, Pg. 51 


Soldering Gun Display 


Wen Products, Inc., 5810 North- 
west Highway, Chicago 31, Ill, is 
offering a giant plastic display gun 
designed to create impulse sales of 
soldering guns. The display is a repli- 
ca of the company’s “best-selling” 
model 199. 

The replicas are 36” x 24” overall. 
The housing is red with a Wen in- 
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For more information on these sales 
aids use the free post card on page 51 


signia on the handle and a flashing 
spotlight. The tip is silver. The plas- 
tic material is sturdy and will last 
for an indefinite period. 

The “Giant Gun” is available to 
dealers carrying a nominal stock of 
Wen solder guns. For more informa- 
tion— 

Write in No. A3 on card, Pg. 51 


Mower Service Center 


A merchandising idea recently in- 
troduced by the Gumout Division of 
Pennsylvania Refining Co., 2686 Lis- 
bon Rd., Cleveland 4, Ohio, is the 
Power Mower Service Center which 
features the three basic essentials 
needed by mower owners to keep 
their mowers operating at peak 
condition. 


The compact, all-metal merchan- 
dising unit holds Gumout Carburetor 
Cleaner in 8-oz. cans, the company’s 
new Power Mower Oil in 8-oz. cans, 
and an assortment of major-brand 
spark plugs tailormade for the power 
mower field. 

Only two square feet of space is 
needed for the display which is pro- 
duced in four colors. 

The company points out that Gum- 
out is needed to clean the fuel system 
of the mower while it is operated. 
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Power Mower Oil is claimed to be 
the first oil made especially for 
power mowers. The spark plugs are 
not a product of Pennsylvania Re- 
fining but the company states that it 
is in a position to supply the AC 
brand at regular prices; however, any 
brand spark plug may be used in the 
Center. 

Dealers get the merchandiser free 
with the initial stock order for the 
three items. The three products are 
good for all types of two-cycle and 
four-cycle small engines. For more 
information— 

Write in No. A4 on card, Pg. 51 


Counter Display 


A three-color shelf or counter dis- 
play box for its 100 percent nylon 
mason’s line has been introduced by 
King Cotton Cordage, 105 Duane St., 
New York 8, N. Y. The company 
points out that mason’s line has many 


uses including chalk line, plumb line, 
indoor clothes-line, drapery cord, 
mirror cord, furniture lacing, drop 
lines and pull cord. The line comes 
braided or twisted in % lb., % lIb., 
and 1 lb. tubes. Each tube is poly- 
etheylene wrapped. Colors: natural or 
yellow. For more information— 
Write in No. AS on card, Pg. 51 





PRINTED HELPS 
and other sales aids 





Weber Tackle Co., Stevens Point, 
Wis., offers a wide variety of per- 
manent metal] displays in addition to 
many sturdy display panels of heavy 
cardboard. All are furnished free with 
standard assortments of tackle items 
and a number of them may be pur- 
chased empty at a nominal cost. The 
Perma-Pak Crawler rack displays 
nine dozen 6” crawlers in assorted 
colors, three crawlers in each of the 
36 aluminum trays with plastic 
sleeves (Assortment No. LC9). The 
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No. RRM “Squirrel Cage” revolving 
rack has a screen of “4” wire mesh 
on five sides; capacity one to three 
gross of spoons, spinning lures, etc. 
Stren level] leader packs and knotless 
tapered leaders are displayed in a 
six - dozen metal unit available 
through Weber, one of the 10 au- 
thorized Stren agents. Metal displays 
for flies, loose hooks, treble hooks, 
snelled hooks and many other tackle 
items continue to be available. For 
more information— 
Write in No. A6 on card, Pg. 51 


Lazy Boy Lawn Mower Co., Inc., 
1315 West 8th St., Kansas City, Mo., 
offers to dealers without charge mail- 
ing pieces and ad mats on all mower 
models. A new commercial line of 
mowers has been added to the 1960 
line. For more information— 

Write in No. A7 on card, Pg. 51 


Turner Corp., 821 Park Ave., Syca- 
more, IIll., outlines its promotional 
helps to dealers in a brochure en- 
titled “7 Ways to Increase Your 
Torch Profits.” In addition to mak- 
ing available floor or wall display 
units and envelope stuffers, the com- 
pany suggests that the dealer feature 
specials, that he buy during promo- 
tional specials, and that he work up 
a propane tank exchange program. 
Turner also will pay a 50% news- 
paper advertising allowance up to 
$25 per month, and urges dealers to 
cash in on the company’s national 
advertising program. 

Write in No. A8 on card, Pg. 51 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers sev- 
eral rope merchandisers, available 
through wholesalers. Merchandiser 
No. 57 holds six full reels, or six full 
cartons of rope, two of which may be 
the 100# size; will hold either car- 
tons or reels or any combination of 
both; rope is fed through guides to a 
measuring device and cutter. The 
“Pick-Me-Up” holds individually 
wrapped 50’ and 100’ coils of %4”,3%”, 
and %” dia. Manila Rope; free with 
initial order of approximately 100 
lbs. of rope which stocks it; all metal 
and mounted on casters; dimensions, 
22” x 22” x 45%”. Made of heavy 
gauge wire and designed to display 
rope in cartons (Colpacks), the Col- 
pack Rope Rack holds one Colpack 
25, two Colpack 50’s and Water-Ski 
ropes, rope in small coils, or twine 
items on the top shelf. Or if desired, 
the small rack holding three 9” reels 
of Nylon or Polyethylene Rope may 
be displayed on this shelf; requires 
only 20” x 30” floor space. Colum- 
bian has a small display rack which 
holds three 9” reels of “Stabilized” 
Filament Nylon Rope “4”, 3%”, 1%” 
diameters; or High Tenacity Poly- 
ethylene Rope, %4” and 3%” diam- 
eters. Delivered free with three-reel 
order for either rope. For shelf or 
counter display and for use with 
Pick-Me-Up or Colpack Rope Rack. 


Also available is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of 
Manila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twine, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. A9 on card, Pg. 51 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., offers five assortments 
with colorful display plates which 
have a 3-way display. They may be 
displayed on the counter with the in- 
stalled free standing legs, hung on 
%” or ¥%” perforated board, or af- 
fixed permanently to wall or counter 
with screws furnished. These assort- 
ments contain Turnbuckles, machine 
threaded Eye Bolts, Lag Screw 
Threaded Eye Bolts, “S” Hooks, and 
“U” Bolts. For more information— 

Write in No. Al0 on card, Pg. 51 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers new 
complete sales programs for whole- 
sale distributors on Hoosier Tarpau- 
lins, Tents, and Boat Covers. These 
sales programs include the suggested 
stock of the fastest selling sizes or 
models and complete advertising, 
sales promotion and selling aids in- 
cluding miniature tarpaulins and 
tents, wall display posters, signs, 
newspaper ad mats, self-mailer enve- 
lope stuffer brochures, list price sell- 
ing catalogs, individual display car- 
tons, inventory control cards, and 
glossy photos. For more informa- 
tion— 

Write in No. All on card, Pg. 51 


Southern Screw Co., Statesville, N. 
C., offers the Wood Screw Actual 
Size Chart which is designed espe- 
cially for the hardware dealer with a 
customer who wants a wood screw 
“just about this size.” The chart il- 
lustrates the actual size of wood 
screws in lengths from 3/16” to 6” 
and #0 to #24 diameters. Also il- 
lustrated are driver types and head 
styles with materials and finishes 
listed. The chart is printed on glossy 
stock. Dealers may obtain the chart 
without charge from their distributor 
—available through this source only. 
For more information— 

Write in No. Al2 on card, Pg. 51 


Carolina Washboard Co., Raleigh, 
N. C., offers a plastic display which 
contains: 11 doz. Carolina Floats, as- 
sorted 1 doz. #3 Floats and 2 doz. 
of each of the other five sizes. Price: 
$13.30. For more information— 

Write in No. Al3 on card, Pg. 51 


Molly Corp., Reading, Pa., has 
available for dealers: Metal merchan- 
diser #612 containing 600 screw 
anchors and 12 utility plugs; card- 
board counter display #200 contain- 
ing 200 screw anchors; cardboard 
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‘Just Load and Sell!’’ 


“‘Here’s the rope rack that brought rope up from 
the basement—and not in big heavy coils either. 
It’s Plymouth’s SalesRak. It holds the sizes I get 
the most calls for— 4"’, 3" and 14” diameters. It 
holds my rope inventory to a minimum—the com- 
pact refills take up a lot less room. What I really 
like about the SalesRak is the way it puts rope on 
display and keeps it out where it can be seen and 


sold. It comes the closest to making rope a self- 
service item of any rack I’ve seen. Does it sell 
rope? You bet!” 


Jim Moffat 

Moffat Brothers 

5240 Veterans Highway 
Metairie, Louisiana 


PLYMOUTH 11-SPOOL SALESRAK UNIT—a compact Plymouth SEE-AND-SELL 
rope merchandising unit for dispensing 14", 5/16”, %<’’ diameter ropes in lengths up to 
300-feet and 14” ropes in lengths up to 200-feet. Plymouth’s Ship Brand Manila, Sisal and 
Puritan Ropes are available. Rack included free with order of 11-spool unit. For all the 
details, get in touch with your Plymouth Distributor right away! 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 


For more information use Handy Return Card, Page 51 





display #225 containing 225 jack 
nuts; screw anchors, jack nuts, and 
picture hooks on individual cards for 
self-service use or Pegboard display; 
2-color leaflets on screw anchors, 
jack nuts, utility plugs, hi-speed in- 
stallers; 3-color, 21” x 9” window 
streamer featuring screw anchors; 
and newspaper mats. For more in- 
formation— 
Write in No. Al4 on card, Pg. 51 


Moto-Mower, Inc., Richmond, Ind., 
offers its dealers a complete mer- 
chandising package. Included are 
window displays materials, store ban- 
ners and streamers, point-of-sale ma- 
terials, and colorful handle cards. In 
addition, a strong local advertising 
program including 50-50 cooperative 
advertising is offered. For more in- 
formation— 

Write in No. Al5 on card, Pg. 51 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuf- 
fers, and counter coats for sales per- 
sonnel. Display boards offered in- 
clude #31 which is designed as a 
permanent display. The 31 different 
pliers are fastened on the board 
which is %4” plywood, measuring 24” 
x 30”. Display boards #69, #96, 


and #93, of the same size, are dis- 
pensing boards containing selected 
assortments of the complete line of 
pliers. A new program includes peg 
board displays available in 12” x 24” 
and 24” x 24” panels both dispensing 
and permanent type of dispiays 
which can be made up in 48 differ- 
ent assortments or in special assort- 
ments according to the distributor’s 
wishes. These panels can be hung up, 
can be easeled, can be arranged in a 
back to back display (two panels) or 
in the case of the 12” x 24” panels 
they are also available in three-sided 
and four-sided rotators. No charge is 
made for the boards when merchan- 
dise is purchased, boards remaining 
company property. Small 44%” pliers 
available in five different patterns 
are merchandised on 3-color display 
board and are also available in a 
velvet lined fitted case. Advertised 
as Channellocks “Little Champ” pli- 
ers. A colorful display featuring four 
Electronics Pliers is also offered free. 
For more information— 
Write in No. Al6 on card, Pg. 51 


Parker Sweeper Co., Springfield, 
Ohio, offers dealers and distributors 
free of charge a wide range of pro- 
motional material including catalog 
sheets, envelope stuffers and window 
banners. Also free newspaper mats 
and radio script and TV films are 
available for use under Parker’s 50- 
50 cooperative advertising plan. For 


more information— 
Write in No. Al7 on card, Pg. 51 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. Al8 on card, Pg. 51 


Stanley Hardware, division of The 
Stanley Works of New Britian, Conn., 
has developed a Hardware Center for 
the retailer which offers basic stock 
selection, positive inventory control, 
and organized visual display. A total 
of 174 fast-selling items were selected 
and mass merchandised in 22 product 
related groups. The basic selection 
is compatible with the NRHA Turn- 
over Handbook. All items are visu- 
ally packaged. Wire display racks 
organize the products into related 
groups. Group header signs identify 
each product group. Inventory con- 
trol cards are supplied for visual 
stock control. A merchandising man- 
ual, installation instructions, and 
complete promotion kit are supplied 
with the sale of any 11 groups. For 
more information— 

Write in No. Al9 on card, Pg. 51 
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BSCR, 


_ dlaymaker offers * 


FREE RACK «¢ 
to display locks in 


SERA 


# See-Packed Locks Outsell Others as Much as 5 to 1 


F Whether you use the free wire rack or display the 
locks on pegboard, counter or bin, you'll enjoy the 
g extra profit you make with Slaymaker padlocks in 
g the dramatic See-Pack. Ask your jobber, or write .+.« 
% SLAYMAKER LOCK CO. e LANCASTER, PA. B 
World's Largest Producer of Brass Padlocks 4 
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Gardner's 


nuts, screws, ‘frozen’ parts! 


LIQUID 
WRENCH 


Gardner is “solid” in the "Solid South.” 
More distributors sell more dealers 
Gardner Products than any other Roofing 
Compound line in Dixie. This unprecedented 
popularity means extra profits for your 
business! 


“PROF T-LINE™ 
ROOFING, FLOORING 


MenPaogrng courd00® 


SUPER-PENETRANT 


“The mechanic’s friend 
. « » works in seconds” 


YOUR JOBBER HAS IT! 
ADIATOR SPECIALTY CO. 


CHARLOTTE, N. C. 


Write for our free booklet on Gardner's Sunsational, 
new MOBILASTIC ALUMINUM ROOF COATING.. 


Phone 
TAMPA 2.1624 


Pe Pee ASPHALT PRODUCTS CO. 


912 RUBY ST., TAMPA, FLORIDA 
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Jackson Manufacturing Co., Har- 
risburg, Pa., has available the fol- 
lowing sales aids: circular on home 
and garden equipment line; 84” x 
11” page describing wheeibarrows, 
lawn rollers, garden carts, and lawn 
spreaders; single-column newspaper 
mats illustrating any one of the gar- 
den equipment line. For more infor- 
mation— 

Write in No. A20 on card, Pg. 51 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. A21 on card, Pg. 51 


Bridgeport Fabrics, Inc., Bridge- 
port, Conn., offers free of charge a 
window streamer featuring Inner- 
Seal, extruded rubber garage door 
weatherstrip. The streamer, which is 
hung vertically, measures 842” x 17” 
and is black, yellow, and white. For 
more information— 

Write in No. A22 on card, Pg. 51 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 


is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite-Plated” bolts, nuts, and 
screws. For more information— 
Write in No. A23 on card, Pg. 51 


G. N. Coughlan Co., 29 Spring St., 
West Orange, N. J., has a cooperative 
advertising arrangement wherein 
the manufacturer pays 50% of a 
dealer’s cost (up to $5.00 as manu- 
facturer’s maximum share of each 
ad) on any ad placed by a dealer on 
any of manufacturer’s line of house- 
hold chemicals. For cash refund of 
manufacturer’s share of each ad cost, 
the dealer sends tear sheet and in- 
voice from the newspaper to manu- 
facturer within 30 days after inser- 
tion. Mats are furnished free upon 
request. Also available are counter 
cards and window streamers. For 
more information— 

Write in No. A24 on card, Pg. 51 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %4” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
rope marked at intervals of 5. Avail- 
able on request in Fitler Octags only 
in sizes %”, 5/16”, %”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 


and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope, 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5444” x 4442” x 234%”, will hold six 
full Octags or six full reels of rope 
or a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. To all dealers handling 
Fitler brand Manila rope, Fitler will 
furnish, on request, metal signs for 
counter or wall use. For more in- 
formation— 
Write in No. A25 on card, Pg. 51 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and eight 
styles of folding table leg brackets 
for the do-it-yourself trade, has 
available for dealers envelope stuff- 
ers which may be obtained in moder- 
ate quantities without charge upon 
request. A silent salesman wire dis- 
play rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 





GLEASON 
-ANTHES 


GLEASON WHEELS 


for replacement, do-it-yourself 


and karting 


FUSEES 


Fast selling products for: 
HOME - FARM 
INDUSTRY - 
_*¢ CONSTRUCTION 


ANTHES SAFETY EQUIPMENT 


HIGHWAY 


Available in both 


TORCH 


wire base and spike 
NARROW types. Meets speci- 


HUB fications of Bureau 
of Explosives, U.L. 
WHEELS and 1.C.C. and state 


regulations. 
Top-quality welded steel 
discs; semi-pneumatic, wide 
tread tires; heavy duty ball 
bearings. Exclusive narrow 
hub design iets you fill 
more requests with small 
inventory of wheels. 


G if 


* | 9 eee 


_ GLEASON CORPORATION 


en eee nee eas 


Heavy steel body; 
double seams 
prevent leakage; 
weighted bottom 
corrects tipping. 
Square burner 
assures targe 
flame in any 
weather. 


WHEEL- 
BARROW 
WHEELS 


ed, 2-piece bolted take- 
on construction; 3s” ball 
or %” roller bearings; 7” 
hub width. Available with 
2 or 4-ply 4.00”x8" tires and 
tubes, or as hubs only. 


REFLECTORS 


Lens-Anthes Trilite 
made of DuPont 
Lucite. Exceeds 
SAE-IES specifica- 
tions. FRAMES — 
one-piece steel or 
heavy-gauge alumi- 
num. 





DANGER 
FLAGS 


WEATHERCAP 

GO-KART WHEELS ions onaeed eae. 
Demountable, bolted split- tion from rain, 
rim sections for easy tire snow, dirt, insects, Fla 
repairs. Offset hubs for safe- etc., for engines join 
ty; Zerk fittings for easy with vertical ex- steel complete in 
lubrication. Tapered or haust stacks. Fits heavy red canvas bag with 
heavy duty bal! bearings. 1” - 6-3/16" stacks. snap fastener. 


has extra heavy steel 
_— with 16” folding 
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saw horse brackets and three styles 
of folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. A26 on card, Pg. 51 


Independent Nail & Packing Co., 
Bridgewater, Mass., has display 
boards available on each of the fol- 
lowing: Stronghold line of nails, 
Drive-Rite aluminum nails, non fer- 
rous nails, conduit staples, and the 
Farm Family board. For more in- 
formation— 

Write in No. A27 on card, Pg. 51 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12 and 16 
panels are available at low cost. 
Crescent recently added a series of 
18 fixtures for mounting on Peg- 
board. Each fixture comes with a 
small assortment of tools at the cost 
of tools only. For more information— 

Write in No. A28 on card, Pg. 51 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No. A29 on card, Pg. 51 


Amerock Corp., Rockford, IIL, of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. A30 on card, Pg. 51 


The Eclipse Lawn Mower Co., 
Prophetstown, IIl., announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers or- 
dering two or more saws. The color- 


ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of three cents each. For more infor- 
mation— 

Write in No. A3l on card, Pg. 51 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
board display with crystal clear plas- 
tic shelf free with its UP-39 Display 
Assortment of Upson Standard 
Screwdrivers. The display may be 
used on wall, counter, or shelf; re- 
quires 11 inches of space; price and 
type number are printed for each 
item. Holds 39 drivers, nine sizes of 
fastest moving numbers, and two 
types (31 slotted head, eight cross- 
point). Packed one to a carton. For 
more information— 

Write in No. A32 on card, Pg. 51 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates the 
use of mounted samples on display 
boards as a permanent merchandis- 
ing idea. Package merchandisers are 
offered by the company for location 
in strategic positions. All merchan- 
disers are in bright colors. For more 
information— 

Write in No. A33 on card, Pg. 51 


Stevens-Burt Co., Water Master Co. 
Division, New Brunswick, N. J., pro- 
vides a colorful display card for its 
all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. A34 on card, Pg. 51 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotion items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For 
more information— 

Write in No. A35 on card, Pg. 51 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 


mats, and photo artwork for Biltrite 
and Boston Garden Hose and Sprin- 
klers. In addition to a metal display 
rack on casters, a full-color merchan- 
dising display is available which dis- 
plays over 36 coils and may be used 
as an island or against the wall. Also 
available are water flow charts and 
display cards. For more informa- 
tion— 
Write in No. A36 on card, Pg. 51 


Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sat- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items 
including a banner on the new 32” 
Quad Cut mower and trimmer for 
1960. For more information— 

Write in No. A37 on card, Pg. 51 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers consumer stuffers 
for enclosure with mailings or count- 
er use; a consumer stuffer on Moss- 
berg’s 4X scopes and its latest ad- 
justable power scope; and a Retail 
Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats. For more information— 

Write in No. A38 on card, Pg. 51 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes %4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. A339 on card, Pg. 51 





Fam MARSHALLTOWN 


4|MARSHALLTOWN 
Ral 


MARSHALLTOWN TROWEL COMPANY ~- 


For more information use Handy Return Card, Page 51 


TROWELS 


MARSHALLTOWN, IOWA 


SOUTHERN HARDWARE for July, 1960 





NEW PRODUCTS 


Chain Wrenches 


Two new chain wrenches recently 
introduced by The Ridge Tool Co., 
Elyria, Ohio, expand the Ridgid 
work-saver line of wrenches to 44 
different types and sizes. The new 
chain wrenches are designed especi- 
ally for work in extra tight quarters 


They feature fast, ratchet-like action 
in either direction and from either 
side. Chain gives tight grip without 
crushing on all round, square or ir- 
regular shapes. 

Two models are presently avail- 
able. No. C-14 handles up to 2” pipe 
and fittings; No. C-18 up to 24%” pipe 
and fittings. For more information— 

Write in No. 250 on card, Pg. 51 


“Kabob ‘n Grill" 


West Bend Aluminum Co., West 
Bend, Wis., is introducing a vertical 
charcoal grill, the “Kabob ’n Grill.” 

The unit has a vertical fire basket, 
surrounded by eight skewers, which 
are automatically rotated by an elec- 


trical motor in the base when cord 
is plugged into an electrical outlet. 
Total cooking surface is 6% feet. 
Fire basket and base are black 
enameled steel. Drip shield is chrome 
plated for easy cleaning. The eight 
skewers are personalized with “ranch 
brands” on handles. Price is $29.95 
retail. For more information— 
Write in No. 25] on card, Pg. 51 


Riding Rotary Mower 


The Pennsylvania Compact, a rid- 
ing rotary mower, is announced by 
the Pennsylvania Power Mower Div., 
American Chain & Cable Co., Inc., 
Exeter, Pa. 

Providing a full 24” cut, the unit 
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For more information on these new products 


use the return free post card on page 51 


can be turned in a radius of about 
half of its 334%” wheel base. 

The Compact is powered by a 34 
hp, 4-cyle, Premium Clintalloy cast 
iron engine with a mechanical type 
self-starter. 

Height of cut adjustments can be 
set from 1%4” to 3%”. 

Equipped with a tow bar, the Com- 
pact’s overall length is 44”; wheel 
base, 3342”; overall width, 26”; and 
seat height is 19”. Net weight is 189 
lbs. For more information— 

Write in No. 252 on card, Pg. 51 


Fixit Kit 


Offering a special 50th anniversary 
“Jubilee Value”, The Black & Decker 
Manufacturing Co., Towson, Md., an- 
nounces a “Golden Drill” version of 
its “Fixit” for home maintenance. 
Featuring its “44-inch Utility Electric 
drill in a gold finish, the Black & 


Decker U-405 contains 25 other at- 
tachments and accessories: 5 assorted 
drill bits, 12 sanding discs, a polish- 
ing pad, backing pad, grinding wheel, 
wire wheel brush, cotton buff, wheel 
arbor, paint mixer, horizontal bench 
drill stand and steel kit box. The 
suggested retail price is $24.95. For 
more information— 
Write in No. 253 on card, Pg. 51 
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Aluminum Grass Barrier 


Eleven types of Grass-Stop are of- 
fered for customers ranging from the 
thrifty to the luxury-lover by Nich- 
ols Wire & Aluminum Co., 1725 
Rockingham Rd., Davenport, Iowa, 
in its line of rustproof aluminum 
grass barrier. 


The line consists of Heavy Duty 
Grass Stop available in 4”, 6”, and 
8” girth, and a new Thrift Quality 
line in 3”, 4”, and 6” girth, all in 24’ 
or 40’ continuous coils. 

Carry-home packaging features a 
four-color band and the cartons are 
designed for point-of-sale impact and 
display value. All Nichols’ Grass- 
Stop continues to feature the hand- 
protecting safety edge which the 
company pioneered. For more infor- 
mation— 

Write in No. 254 on card, Pg. 51 


Reel Type Power Mowers 


Complementing its line of low sil- 
houette rotary power mowers, Penn- 
sylvania Power Mower Div., Ameri- 
can Chain & Cable Co., Inc., Exeter, 
Pa., offers the Deluxe 21” and the 
Exeter 18” reel type mowers. Both 
units are color-styled in bronze and 
white. 

The Deluxe 21” is furnished with a 
die cast aluminum engine, a 2-hp, 4- 
cycle unit with cast iron cylinder 
inserts. 

Similar in appearance, the Exeter 
18” is powered by the same 2 hp, 
4-cycle engine and is furnished also 
with a 2.5 hp, 2-cycle engine. 


Automatic recoil starters are pro- 
vided for the Deluxe and the Exeter 
models as standard equipment. For 
more information— 

Write in No. 255 on card, Pg. 51 


Boat Light Kit 


The Boat Lite-Kit, a complete run- 
ning light kit for the small boat 
owner, is announced by K-S Marine 
Products, Inc., Oakville, Conn. The 
kit contains bow light, stern light, 
push pull switch, 25 feet of double 
conductor wire, light bulbs and con- 
nectors. 


The counter display self-shipper 
takes up less than one square foot of 
counter or shelf space. 

Suggested list complete $18.95. 
For more information— 

Write in No. 256 on card, Pg. 51 


Ladder Safety Device 


A “Sky Hook” safety device which 
securely braces a ladder against the 
roof or side of the house is made 
available by Clayton Mark & Co., 
1900 Dempster St., Evanston, III. 


The Sky Hook is made from rust- 
proof heavy duty steel tubing which 
is curved at one end and bolted to a 
three-foot bearing board. The straight 
lengths of tubing are attached to the 
ladder with sturdy U-brackets, pro- 
viding a “hook” extension which 
serves as safety rails and a bracing 
device. 


The bearing board provides a non- 
skid surface and can be adjusted to 
any roof slope. For more informa- 
tion— 

Write in No. 257 on card, Pg. 51 


Hamper Ensemble 


A new line of fluted vinyl luxury 
hamper ensembles has been intro- 
duced by Detecto Scales, Inc., 5490 
Park Ave., Brooklyn, N. Y. The deep- 
quilted fluted pattern vinyl is em- 
bellished by large, gold-tone towel 
rings; matching gold-tone frames 
give greater solidity to each unit. 
Hamper lids are cushioned. The en- 
semble consists of hamper (in full or 
bench size) and basket, and is avail- 
able in four decorator colors: White, 
black, pink and gold. The hampers 
are guaranteed against rust, venti- 


lated, snagproof, and are said to wipe 
clean inside and out. The full size 
hamper—25'%” high x 20” wide x 11” 
deep—retails for $17.95. The bench 
size hamper—19 3/4” H x 20” W x 
11” D— retails for $16.95, while the 
aluminum basket, model R206, has a 
retail price of $6.95. For more infor- 
mation— 
Write in No. 258 on card, Pg. 51 


Large-Area Rotary Mower 


A large-area rotary mower called 
the Mow-Mobile 34 is introduced by 
Jacobsen Manufacturing Co., Racine, 
Wis. The 5-wheel riding rotary is 


“Y 


SOUTHERN HARDWARE for JULY, 1960 





powered by a 9 hp, 4-cycle engine, 
has variable forward speeds and a re- 
verse drive. The cutting head is 
equipped with a heavy duty cutter 
bar which cuts an even 34” swath. 

A side discharge chute clears out 
cut grass and weeds. 

Special attachments available are 
a special handle for those who prefer 
to walk behind the machine on hilly 
terrain, a 42” snow blade, a leaf 
mulcher, special pivoting skids and 
replaceable skid shoes, and an elec- 
tric starter and generator set. For 
more information— 

Write in No. 259 on card, Pg. 51 


Power Tiller 


A small power tiller, described as 
ideal for gardeners, is being intro- 
duced by Lawn-Boy, OMC Engines 
& Equipment Div., Outboard Marine 
Corp., Waukegan, III. 


Called the Lawn-Boy Gardener, the 
tiller has a 2% hp, 2-cycle engine. 
The tines are spring steel, non-wind- 
ing, and are expandable from 10 to 
17 inches. The outside tines turn in- 
ward, toward center of the machine, 
to eliminate danger of disturbing 
feeder roots during cultivation. Till- 
age depth is adjustable to five inches. 
For more information— 

Write in No. 260 on card, Pg. 51 


Fun Floats 


Smart design and vivid coloring 
are reflected in new floats offered 
by Hodgman Rubber Co., Framing- 
ham, Mass. 

The Polynesian Funflote is made of 
a heavy rubberized fabric; features 
internal I-Beam construction; has 
non-corrosive lock-type air valve, 
bound edges, and a safety rope. 

In white, red, brown and blue with 
a plain blue back, the Polynesian 
comes in three sizes: 25” x 48”, priced 
at $19.50 retail; 25” x 60” at $22.95; 
and 25” x 72” at $26.50. 

The Abstract Surf Flote is red, 
white and blue, has I-Beam construc- 
tion plus lock-type non-corrosive air 
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valves, bound edges, and safety rope. 
Comes in three models: 19” x 34” at 
$9.95 retail; 24” x 45” at $14.95; and 
24” x 60” at $18.50. For more infor- 
mation— 

Write in No. 261 on card, Pg. 51 


Colored Wallboard Nails 


A “tiny-head” colored nail for the 
application of predecorated interior 
hardboard is introduced by W. H. 
Maze Co., Peru, Ill. Available in 70 
colors, these 1” x 16%” x 3/32” 
nails are made of special stiff wire 
which drives well and provides ade- 
quate holding power for wall appli- 
cation. 

Known as HB-21, the nails are 
available in 1, 5, and 50-lb. bulk car- 
tons. The nails count 1391 per pound. 
To simplify getting the color desired, 
the customer orders nails by the 
name of the paneling he wishes to 
match. For more information— 

Write in No 262 on card, Pg. 51 


Padlock Special 


A special promotion which ends 
on November |] offers hardware deal- 
ers an opportunity to make more 
than 100% gross profit on cost of 
refill stock assortments of padlocks 
for its wire racks and displays, Slay- 
maker Lock Co., Lancaster, Pa., an- 
nounces. 

Packed with each stock assortment 
of 18 padlocks—three each of six 
brass padlocks in #17S and three 
each of six brass, laminated stee] and 
combination locks in #57S—are 18 
free key blanks worth 35 cents each 
when cut. A window streamer also 
is included. For more information— 

Write in No. 263 on card, Pg. 51 
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speed 
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18 new displays feature 152 
Vichek tools li as essential in 
the NRHA Turnover Handbook. 

pen together these form 
the world’s finest and most com- 
plete hardware tool display. Or, 
they may be used singly, or in 
combinations, to meet individual 
store needs. Ask your wholesaler 
today for Vichek profit facts! 
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Drivers, Pliers, +: 
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Vichek Tool Co. 
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Tapatco 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 








TRACTOR SEAT CUSHIONS 


For every tractor and farm 
implement seat. 


THE AMERICAN PAD & TEXTILE CO 
Greenfield 


Let hel mes) lellihaes me) bmae 
HORSE COLLAR PADS SINCE 188! 
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Model 61 Magnum Rifle 


The Model 61 Magnum rifle, the 
first slide action repeater designed 
for the new 22 Winchester Magnum 
Rim Fire cartridge, has been an- 
nounced by the Winchester-Western 


ci: 


Division, Olin Mathieson Chemical 
Corp., 460 Park Ave., New York 22, 
N. Y. The new rifle is a modification 
of the Model 61 slide action 22 rim 
fire. The new 22 Winchester Magnum 
Rim Fire cartridge has a muzzle ve- 
locity in excess of 2,000 feet per sec- 
ond from the Model 61 Magnum’s 24 
inch barrel. 

The new rifle weighs approximate- 
ly five pounds, 11 ounces, with an 
overall length of 40-15/16 inches. The 
round barrel length is 24 inches with 
one turn of rifling twist in 16 inches. 
The rifle has an American walnut 
stock and semi-beavertail slide han- 
dle. The action is hammerless slide 
action repeater. The magazine has a 
capacity of 12 rounds of 22 W.M.R. 
Suggested retail price of the new 
rifle is $66.50. 22 W.M.R. ammunition 
currently retails at $2.60 per box of 
50. For more information— 

Write in No. 264 on card, Pg. 51 


Fishing Line 


The B/C MONO and the S/P 
MONO, shown, are new monofila- 
ments offered by the Shakespeare 
Co., Kalamazoo, Mich. 


The B/C MONDO is reported to be 
a strong, almost invisible-in-the-wa- 
ter line for fishing. It is currently 
being made in standard bait casting 
sizes, 10 to 35 pound test. 

The S/P MONO is being made spe- 
cifically for spinning in a range of 
sizes from four to 30 pound test 

For more information— 

Write in No. 265 on card, Pg. 51 


Rope Caulk Display 


A “drop-down” counter display is 
introduced by Dicks-Armstrong-Pon- 
tius, Inc., Dayton, Ohio, for its DAP 
Rope Caulk, an all-purpose caulking 
materia] in rope form. 

Ten 18 rolls, each in a _ special 


sleeve package, are contained in the 
display. As one package is removed, 
another drops down into view. Each 
sleeve package also contains a sheet 
listing dozens of uses for the rope 
caulk, instructions for applying it, 
and an offer of a free booklet, “Seal 
Up And Save.” 

The counter display is illustrated 
and takes only a 4” x 8” space. DAP 
Rope Caulk in 90’ rolls will continue 
to be offered in individual display 
cases. For more information— 

Write in No. 266 on card, Pg. 51 


Kneeling Pad 


Rubbermaid, Inc., Wooster, Ohio, 
has introduced a Kneeling Pad of 
non-skid soft sponge rubber. It is 
designed for kneeling or sitting com- 
fort. As a household aid, it makes 
painting, scrubbing, or gardening 


easier. It also can double as a seat 
cushion for spectator sports, boat- 
ing, etc 

Poly-bagged for counter freshness, 
the pad may be displayed flat on a 
counter or hung on a peg board wall 
panel. The package incorporates a 
colorful self-selling label. 

Available in red only, the Kneeling 
Pad measures 7%” x 14” x %” and 
retails at 79 cents. For more infor- 
mation— 

Write in No. 267 on card, Pg. 51 


Colorful Cookware 


Prizer-Ware, the domestic porce- 
lain cast-iron cookware made by Tex- 
tile Machine Works, Reading, Pa., is 
offered in colors to mix or match 
with kitchen walls and appliances. 

Current Prizer-Ware colors are 
“lustre red,” an ombre red shading 
to orange; aqua; birch-brown; and 
white decorated with an ivy leaf. 

Representative pieces of the line 
are illustrated here: a saucepan in 
red; the white divan dish, with the 
ivy motif; turquoise skillet; and the 
birch-brown Dutch oven. For more 
information— 

Write in No. 268 on card, Pg. 51 
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Buddy-Buggy Vehicle 


The Buddy-Buggy, a three-wheel 
chain driven children’s vehicle, is 
announced by the Universal Manu- 
facturing Co., Bossier City, La. 


The complete unit with trailer is 
designated the Gym-Dandy model 
5330-31. Packed complete, one to a 
carton, it has an approximate weight 
of 42 lbs. The unit has a ball-bearing, 
adjustable chain drive, and the 
multi-spoke wheels are equipped 
with 1%” width semi-pneumatic 
tires. 

The Buddy-Buggy is painted in 
bright yellow and red enamel finish, 
and the canopy, of heavy duty vinyl 
coated canvas duck with fringe, is 
painted in matching colors. For more 
information— 

Write in No. 269 on card, Pg. 51 


Strip-Shield 


Masking paper with an adhesive 
strip is introduced by The Leonard 
Co., 506 Third St., Des Moines 9, 
Iowa, as Strip-Shield. Wide enough 
(8”) to mask off for most general 
uses those portions in which paint is 
not desired, yet with a self-adhesive 
running along one edge, the new 
product is designed for many uses. 

Strip-Shield is particularly neces- 
sary for paints packaged in aerosol 
bombs and for 2-color brush painting. 

The product is packaged with a 
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metal edge on the box making it easy 
to use. Small size containing 30 feet 
retails at 98c; large size, 90 feet, $1.98. 
Packed in master display cartons. 
For more in’ormation— 

Write in No. 270 on card, Pg. 51 


Pistol Cleaning Kit 


A Pistol Cleaning Kit, containing 
essentials for cleaning and protecting 
side arms, is now available in a 
sturdy steel tote box from Frank A. 
Hoppe, Inc., 2314 North Eighth St., 
Philadelphia, Pa 


Included are Hoppe’s No. 9 Solvent, 
Cleaning Patches, Gun Wiper, Hoppe’s 
Lubricating Oil, 2-piece Aluminum 
Cleaning Rod with unbreakable plas- 
tic handle and .22, .38, and .45 cali- 
ber cleaning tips. A copy of Hoppe’s 
Gun Cleaning Guide is packed with 
each kit. 

The steel tote box, finished in dark 
green, is compact for easy carrying 
and packing. The kit retails for $2.25. 
For more information— 

Write in No. 271 on card, Pg. 51 


Polyethylene Cord 


Originally designed for use as 
clothes line, the solid braided poly- 
ethylene cord made by Puritan Cord- 
age Mills, 1205 E. Washington, Louis- 
ville, Ky., has revealed many other 


uses. It is stocked in colors yellow, 
white, and in yellow and blue com- 
bination. Twelve other decorator col- 
ors are also available in large quan- 
tities. Sizes now range from #3 to 
# 12. 

Its high tensile and weathering 
qualities make it practical for use as 
sash cord, anchor, awning cord, trail- 
er winch rope, etc. For more infor- 
mation— 

Write in No. 272 on card, Pg. 51 


"SORRY" 


Whenever a customer requests 4 
name brand product, and you say 
"Sorry", it means money thrown 
away, and sometimes the loss of 
@ customer. 

Water Masters are readily avail- 
able. Why say “Sorry’’ when a small 
stock will give you your share of the 
millions of Water Masters that are 


sold every year. 


WATER 
MASTER 


The Hardware Man’‘s 


TOILET TANK BALL 
America’s Largest Seller 
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WANTED 


Long established, expanding man- 
ufacturer needs a Southern Divi- 
sion Sales Manager. Salary, car 
and expenses. If interested, please 
send complete business and per- 
sonal resume and photograph to 
Box 718, Southern Hardware, 806 
Peachtree St., N. E., Atlanta 8, Ga. 














WANTED 


Fast growing hardware manufac- 
turer needs a detail salesman for 
Southern Division working out of 
Atlanta. Good opportunity for en- 
ergetic young man. Salary, car and 
expenses. Send complete business 
and personal resume to Box 719, 
Southern Hardware, 806 Peachtree 
St., N. E., Atlanta 8, Ga. 





For more information use Handy Return Card, Page 51 








Acme Shear Co. 
Adams, Inc., C. F. 
Airex Corporation 
Alabama Mfg. Cs, sae 
Allen & Co., Inc., S sinlsauincann 
American Chain = ‘Cabie Co., Inc., 
American Chain Div. 
American Pad & Textile Co. 
American Steel & Wire Div., 
United States Steel 
American Steel Wool Mfg. Co. 
Amerock Corporation ' 
Ames Company, O. 
Anchor Wire Corp. wee 
Animal Trap Co. of America 
Arvey Corporation .......... 
Atlantic Steel Co. . 
Atlas Screw & Specialty Co. 
Atlas Tack Corp. 


Bassick Company 
Bethlehem Steel Co 
Brookville Glove Company 


Cc 


Campbell Chain Co 

Carlon Products Corp 

Champion Selman ‘Tool Co. 

Chapin Mfg. Works Inc., R. E 

Clark Bros. Bolt Co 

Clark Mfg. Co 

Classified Ads 

Cleveland Mills Co. 

Columbian Rope Co. 

Consumers Glue Company 

Crescent Tool Company 

Cross & Co., W. W., Div. of 
Plymouth Cordage Industries, Inc 

Cyclone Fence Dept., 
American Steel & Wire Div., 

United States Steel 


~ 


on 


1 
°. 
al 
al 
8 
7 
2 
* 
7 


an 


D 


Deming Company 

De Van-Johnson Co. 

Devcon Corp 

Diamond Tool & Horseshoe Co. 
Dixie Trading Co. 

Dobbins Div., Chamberlain Corp. 
Draper-Maynard Co. 

Dyer Specialty Co., Inc 


Tr) 
CeeQreeere 


E 


Eagle Electric nee Co., Inc 
Earle Hardware fg. Co 
Empire Brushes, Inc 


F 


Fairbanks, Morse & Company 
Firearms International Corp 
Fitler Co., Edwin 

Fleming & Sons 

Flex-O-Glass Inc. (Warp Bros.) 
Forsberg Manufacturing Co., The 


G 


Gardner Asphalt Prods. Co 
General Steel Whse. Co., Inc 
Gensco — Div 
Gleason Co 
Goldblatt Tool Company 
Grabler Mfg. Co 
Graham & Co., John H 
Bevin Bros. Manufacturing Co., Div. * 
Graham & Co., John H 


King Cotton Cordage Div... Back Cover 


H 


Hamilton Cosco, Inc. 
Hanna Mfg. Co. 
Hanson Co., Henry L. 
Heineke & Co. 
High Standard abi. 
Hodell Chain Co iv a ‘National 
Screw & Mfg. Co. . 
Horton Equipment Company 10 
Hyde Manufacturing Co. Second Cover 
Hy-Ko Products Company 


Ideal Fishing Float Company 

Igloo Corporation 

Igloo Corporation (Fiesta Div.) 

Illinois Lock Company 

Industrial Plastic Fittings Div., 
The R & K Plastic Industries Co 

Irwin Auger Bit Co 


J 


Jacobsen Manufacturing Co 
Johnson Service Company 
Justrite Mfg. Co. 


K 


Keystone Steel & Wire Co 
King Hardware Company 
Krylon, Inc 


L 


Lamson & Sessions Co 
Libbey-Owens-Ford Glass Co 
Linen Thread Co. 

Lufkin Rule Co. 

Lyman Gun Sight Corp 


M 


Mann Edge Tool Company e 
Mansfield Sanitary, Inc Front Cover 
Marble Arms Corp ° 
Marksman Products 

Div. Morton H. Harris, Inc 
Marshalltown Trowel Co 
Master Lock Co 
Mayes a. Tool Mfg. Company 
Maze Co., H. 
Midland me Inc. 
Milwaukee Stamping Co. 
Modern Tool & Die Co. 
Molly Corp. 
Moore Push-Pin Co 
Murray Ohio Mfg. Co 


~ 
eReseescehe 


Third Cover 


N 


National Hardware Show, Inc 

National Housewares Manufacturers 
Assn. 

National Metal Products Co 

National Screw & Mfg. Co 

New York Wire Cloth Co. 

Nicholson File Co. 

Nixdorff-Krein Mfg. Co 

North & Judd Manufacturing Co 

Northwestern Steel & Wire Co. 


Rn 
i) 


seme #¢ 


oO 


Olin Mathieson Chemical Corp 
Olt Co., Philip S 
Ox Fibre Brush Co., Inc 


Pp 


P & C Tool Co 
Penens Tool Corporation 
Penn Fishing Tackle Mfg. Co 


SOUTHERN HARDWARE for JULY, 


Peters Cartridge Div., 
Remington rms Co., Inc. 

Petersen Manufacturing Co. 

Phoenix Mfg. Co. 

Plastex Company 

Plumb, Inc., Fayette R. 

Plymouth Cordage Co. 

Portable Electric Tools, Inc. 

Puritan Cordage Co. 


R 


Radiator Specialty Company 

Red Devil Tools 

Red Jacket Manufacturing Co. 

Remington Arms Co., Inc., 
Ammunition Div. 

Remington Arms Co., Inc., 
Firearms Div. 

Remington Arms Co., Inc., 
Peters Cartridge Division 

Republic Steel Corp 

Richards-Wilcox Mfg. Co 

Ridge Tool Co. 

Royal Electric Corp 

Rubbermaid, Inc. 


S 


Samson Cordage Works 

Savage Arms Corp 

Schlueter Mfg. Co , 
Screw & Bolt Corp. of America 
Shaw & Sons, ; 
Sheffield Div., Armco Steel Corp 
Shelby Metal Products Co 
Sherman Mfg. Co., H. B 

Simplex Manufacturing Corp 
Slaymaker Lock Co 

Southern Screw Co 

Stanley Works 

Strataflo Products, Inc 
Sunflower Industries, Inc 
Supreme Products Corporation 
Swan Rubber Company 
Swing-A-Way Manufacturing Co 


T 


Tait Mf Co 

Taylor Chain Co., S. G 
Tennessee Coal & Iron Div 
True Temper Corp 
Turnbuckles, Inc 


U 


UMCO Corporation 

Union Fork & Hoe Co 
United States Plywood Corp 
United States Steel Corp 
Union Malleable Mfg. Co. 
Upson Brothers, Inc 


V 


Val-A Company 
Victor Saw Works, Inc 
Vicheck Tool Co 


Ww 


Want Ads 

Water Master Co. 

Wayne Home Equipment Co., Inc 
Wessell Hardware Corp 
Western Chain Co. 

Western Fishing Line Co 
Wickwire Bros., Inc 

Wire Products Co 

Wiss & Sons Co., J. 

Wissota Manufacturing Co 
Woodhill Chemical Company 
Wright-Bernet, Inc 

Wright Steel & Wire Co., G. F 


a 
eose *ae~ 


oe Dn» — 
ecee eweeeaere 


Becookh 


S33 


wn 


eeS*®eeeeene 


1960 





coll more... gell 


Murray makes the most complete line 
of “wheels.” Every child is a Murray 
prospect...sizes for all ages... prices 
for all pocketbooks. That is why you 
sell More when you sell Murray! 


NEW “Super Deluxe” VELOCIPEDE 
features exclusive Step-Up frame. Full 
ball bearing. White Side wal! semi- 
pneumatic tires. Plastic grips, 

knuckle guards and streamers. 

10”, 12”, 16”. S-440. One of 

Murray's 24-model velocipede line. 


NEW “TEE BIRD” AUTO 

is the leader in Murray's low 

priced auto line. Sporty cutaway 
steering wheel. Bahama Biue with 
vermilion and white trim. S-650. There 
are 14 models in the Murray auto line. 


NEW “COMET Vi" BICYCLE 

features sensational sports car styling. 
Free rolling, three speed gear. Front 
and rear caliper brakes. Flamboyant 
Red finish. S-60. One of 

Murray's 33-model bike line. 


NEW PARK CYCLE with bicycle coaster 
“ brake. Convertible cross bar for boys 
~~ or girls. Full ball bearing. 

> Includes training wheels. 
=> . ~ Flamboyant magenta 
fe = with white trim. 16”. 
=, PA S-531. One of Murray's 


¥ af 10-model park cycle line. 


families 
with children 
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